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BY VALLEY SHOE CORPORATION, ST. LOUIS 


V-throat Stretchable Pump. 12/8 Keg Heel, Nailhead 
trim on bow, platform and heel. No, 129 last. Hub- 
schman’s all-over No. 994 Blue Calf. Available also 
in American Saddle (308), Tan and Black Coif. 
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HEADLINES 


E. HUBSCHMAN & SONS, INC., PHILADELPHIA 
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A WRAP-UP 
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YLE BY GILBERT 








IN STOCK 


No. 4453 « Light Tan Calf 
Overlay Plug Oxford with 
Genuine White Pig Plug 
and Lace Stay. 4% to 9 
AAA t& C... . $4.15 















lt snuggles the foot in 


ERE IS an ideal shoe for sport wear, 


comfort. It has long wear value. 


It has eye=appeal, 









For a ‘suit Spring’ this tailored oxford is just right for adding the correct and finishing 






touch to the ensemble of smart girls of the ‘teen age. 
Kaliesten=iks MADAM-ETTES add to the capital asset values of the store or 


department which is jealous of its reputation for excellent serviee. F itting problems 






are made easier due to the wide range of widths and sizes on 12/8 to 14/8 heels. | 


A\nd to rapidly serve our fine distributors, we carry them in stock! (a2) ( 















THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN 
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ORTHOPEDIC 
SHOE FITTERS... 


Your job at the home front is growing bigger and more 
important each day. These are times when healthy feet 
must be guarded and weak feet treated, protected, and 
brought back to normal. These are times when the 
efficiency of women in active war production jobs must 
not be lowered by foot fatigue for a drop in efficiency 
might directly affect the lives of our boys on the fight- 
ing front. These are times when every woman must 
be better fitted, for America is up and on its feet in 
a drive for Victory. 


. MILLER HEALTH SHOES ARE ON 


DUTY AND AT YOUR COMMAND ... 


With Miller Health Shoes you can lead the charge 
against foot fatigue, in your hands they become the 
answer to the most difficult fitting problems. They are 
built over a famous collection of scientifically developed 






onal ee orthopedic lasts, of the finest materials available, by the 
Tredmor Last most highly paid shoemakers of America. Frankly, no 


13%/8 Leather Heel 
Black Krinkle Kid 
Six Eyelet Tie 
Also 2324 in Rosewood 
Krinkle Kid. 


shoe fitting service is complete without these remark- 
able shoes. Miller Health Shoes will increase your 
profits on a small investment. Write us. 


WEST COAST WHOLESALE DEPT. 
CHICAGO Office NEW YORK Office 
arbridge Bldg. 


1208 Republic Bldg. 754 M 


Miller ileaiii olives 


MILLER SHOE COMPANY . ..». COOK & ALFRED STS. . . . CINCINNATI, OHIO 
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Coastal Area Buyers 
Receptive to White 
on Dark, Fall Shoes 


Blackout Styles Have New 
Look and Functional Value 
Which Build Sales Appeal 


Successful promotions this sea- 
son in many cities on both coasts 
have on so-called 
blackout fashions. Large splashes 
of white lingerie trims on dark 
Spring dresses were well received 
and shoes with shiny white kid set 
against tan, blue and black uppers 
have not only looked well but the 
purpose behind the effect was a 
psychological sales factor. 

Conversations with representa- 
tive shoe men at the Show lead to 
the belief that many Autumn pat- 
terns will be detailed by buyers on 
the Pacific Coast, at least, to carry 
white kid as a prominent trim on 
black. or brown suede, as well as 
on other dark-toned leather. It is 
felt that since suits and coats are 
worn with white collars of blouses 
or white jabots showing, the white 
trim on an Autumn shoe is not out 
of place fashionwise, and decid- 
edly an aid to customer accep- 
tance from the standpoint of prac- 
ticability and a new look. 











SUNITA TRADE MARK 
INCITES INTEREST 





This intriguing design represents 
an artistic conception of a goddess 
Pan, a feminine torso on the body 
of a goat, bedecked in Hawaiian 
fashion with tropical flowers. The 
concertina symbolizes the flexibil- 
ity of the leather. 





NEW LEVOR OFFERING 





PREDICTED 10 BE NEXT 


SEASON'S PROMOTION LEATHER 





Trade Consensus 


That Sunita Flexy 


Demonstrates Significant and Timely 
Advancement in Kid Tannage 





NEW YORK—Not often, at any Leather Show, has a 
tanner’s product received such thorough i tion as 


SUNITA Flexy creditably withstood this week. 


Every- 


body who examined this innovation in boarded kid ac- 

knowledged it to be a needed, well-timed contribution to 

footwear’s resources, very well suited to tailored and man- 
of women’s shoes, as well as dressy patterns. 


nish types 

The new leather was shown mostly 
in plump weight skins, unusually 
mellew in feel, in white, black, 
and the official colors for Autumn. 


White Sunita In Demand for 
Immediate Shipments 


Some large producers who have 
maintained operation at top pace 
between low-heeled dark shoes 
and white kid dressy patterns 
made known that they still had 
time to include special models 
fashioned of white SUNITA, if 
deliveries could be made in time 
for April cutting. 





Will April Fool the Selling 
Almanac Again? 


With March weather almost balmy 
for the most part, speculation is 
now being voiced on whether April 
will repeat the hot surprise it 
handed the nation last year. It 
will be remembered that by m‘d- 
April, 1941, Summer temperatures 
prevailed and warm weather con- 
tinued right into Summer, provid- 
ing the longest white shoe selling 
season on record. 


> 


LEVOR executives said SUNITA 
was put into production after con- 
siderable experimental testing had 
taken place, expecting its accep- 
tance by manufacturers at and 
subsequent to the Leather Show 
would designate more business in 
black and colors, because most 
concerns were already well taken 
eare of on whites. 

However, the management had 
provided for the stability of the 
white season and a fair output of 
SUNITA for the Summer shoe 
business is assured. The tannery 
can service anticipated white 
SUNITA calls, it was stated. 


Scuff-Resistant Finish A Great 
Selling Point In Service Types 


Shoes and pull-overs exhibited in 
dark colored SUNITA demon- 
strated the unusual tightness of 
the scuff-resistant graining, which 
makes this new leather ideally 
suited for the predominantly 
favored service type shoes for 





women. 
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MATCHED PAIRS IN ACTION! 


In a world of action CELASTIC—the quality box toe — plays an important 
part —sustaining the shape of the toe under conditions of extra hard wear 


and preserving the comfort and character in Matched Pairs that modern 


shoemaking creates with speed and certainty. 


CELASTIC adds to shoe performance by creating a durable toe structure that 


is true to the last, firm in the shoe and trim on the foot. 


UNITED SHOE MACHINERY CORPORATION 





EVERY PAIR OF SHOES MADE 


WITH Le RESPONDS 


TO FEET IN MOTION .... =. 


In footwear for the war workers of 


America there is no surer protection 


of toe comfort and appearance than 


box toes of CELASTIC. 


BOSTON, MASSACHUSETTS 


First of a series of camera master- 
pieces of motion by the famous 
Gjon Mili, made exclusively for the 
United Shoe Machinery Corporation. 


IN THE FACTORY 


Ease of toe lasting wins the ap- 
proval of manufacturersand their 
operators. Heat and moisture can- 
not change the structure or shape 
of a toe formed with CELASTIC. 


AT THE 
FITTING STOOL 


CELASTIC reproducesand main- 
tains the character lines of the 
last. The accuracy thus achieved 
is appreciated by the shoe store 
man—sought after by the cons 
sumer, 


ON THE FOOT 


The wearer finds comfort and 
satisfaction in toes that remain 
as formed to the last; in toe lin- 
ings that will not wrinkle; in tip 
lines that are flexible. 




















Miss Swanson has 
her fitting double- 
checked by x-ray 
each time she buys 


good feet need good 
fitting. 





Here the real work of 
the store is done. Mr. 
Lewis makes selection 
from W. B. Coon ca 


on the shelf to fit every 
tomer. 


W. B. Coon salesman, 
John E. 

points out to mer- 
chant Lewis the domi- 


Coon pattern 8 
emphasis within the 
@isplay makes sales. 
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SIZE 4AAA... A SHOE ON THE SHELF TO FIT EVERY CUSTOMER .. . SIZE 10AAA WITH 5A HEEL 


“NO FOOT 100 HARD 10 FIT” 


says SAUL F. LEWIS 
BOYCE '& LEWIS, INC., WASHINGTON, D. C. 


*“‘When I opened my first shipment of 
W. B. COON shoes in 1928, I was so pleased with 
the line that I coined the slogan for the store: 
‘No Foot Too Hard To Fit.’ It cost me some 
$4,000, paid in advance money, to make the slo- 
gan good on that day and date. 


“Little did I think that by 1942 I would need to 
have 6,000 pairs of shoes in constant stock—all 
W. B. COON—to make my slogan still effective. 


“We've grown with Washington . . . 500,000 nor- 
mal population; now over a million and we ex- 


pect 250,000 more. 


“Our neighborhood on 7th St. N.W. was a low 
rent area in °28, but the live merchants kept cus- 
tomers coming their way—so that today it’s the 
real shopping center of Washington. Now we 
have customers the world over—because Wash- 


ington people travel far and wide. A nurse at the 
Naval Hospital in Pearl Harbor, T.H., sent us 
two orders that I greatly prize—one came a week 
before ‘Pearl Harbor’ and the other a month 
later. Her white service oxfords and her black 


dress oxfords are, we hope, on her active feet at 
this time.” 








WE BUILD OUR BUSINESS ON THE 
PRINCIPLE OF PLENTY OF SIZES 
—LET TURN-OVER TAKE CARE OF 
ITSELF HERE AND NOW... 


says SAUL F. LEWIS 


T 379—Five eyelet B adm | 
embroidered, - BY, last, 
14/8 Duco heels, elevation 
three, % counter. 
Material—Blue gabardine, 
calf trim. 


H 32—Five eyelet gy ’ 
fancy stitched, 397 - 
flare last, 14/8 Duco heel, 
% counter, Tri-Balance 
Foundation. 
Material—White kid. 


A2115—Four eyelet 
blucher oxford, 382 Iast, 
16/8 Duco heel, 3% coun- 
ter. 

Materiali—Black kid, pat- 
ent trim. 


HERE isn’t a size available at the factory that isn’t in the 
Boyce & Lewis store in Washington, D. C. We believe in the 
principle of plenty of stock from the floor to ceiling; and here 
you see Saul F. Lewis in front of a complete run of sizes and 
widths on one number—1 to 1244, AAAAA to EEEE, eight and 
a half rows wide and twenty-seven cartons high. . .. Wow, what 


a stock! And it’s in constant use. 


Mr. Lewis says: “You, too, can build a business in the com- 
munity where you are if you go into partnership with the 
W. B. COON COMPANY—I mean the partnership of bring- 
ing your problems to them so that they can bring the shoes to 
you. Two heads are better than one, I’ve found out. To make 
it doubly emphatic . . . Everything I've got I owe to the 
W. B. COON COMPANY. Their advice made it possible for 


me never to miss a payment before discount date.” 
The W. B. COON Catalog is the most thumbed book in the store. 


Open to merchants everywhere—the SELECTIVE SHOE 
SERVICE of the W. B. COON COMPANY — an instock 
method that gives you a factory reserve stock on instant 


eall, to increase your turn-over and sales. 



















FOR SENDING a 


SPAULDING VULCANIZED FIBRE 
is serving in practically all branches 
of our armed forces. You will find it as 
insulation in the control system of high 
speed cruisers — or in the equally vital 
power plant of a submarine. In all its 
varied uses the name Spaulding 
stands for dependability in fibre. 
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SPAULDING FIBRE 
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THIS SAME DEPENDABLE QUALITY is the reason 
why Spaulding Counters are first choice in so 
many of the most successful lines of footwear. 
They give a shoe heel-hugging comfort, shape- 
liness and flexibility. Molded to the lasts in 
various sizes, they insure a more perfect fit and 


a trim smooth back line. 


HIDDEN VALUE: The fact that Spaulding 
Counters are out of sight does not keep them 
out of mind with manufacturers who know 
how important they are in giving a shoe better 
appearance, better fit and better wear. No other 


part of the shoe means so much and costs so little. 





CO., INC., NORTH ROCHESTER, NEW HAMPSHIRE 


THOUGHT IN 









Aundwio> seqqny sejoig pesun Aq pesnjrojnuow WDA 


qaNll 7 a 
guna 





Boot and Shoe Recorder 


JUV S2OHS GIZIDILSVIa 11y 





SUNIZVOVW ONIGVGT 
hyguony Ni 


GAS1LWIAGY ATIVNOILWN 






























lINOSSIW ‘SINO1 LNIVS - ANWdWO)D JOHS THOM 


"‘SOUIVU-apes} snOWey 38943 
jO 2B8nse1d pue uoVejndel 3y3 a3enjeds9ed am 
‘SHOHS NOIHSVd SIUVd P®® JINNOO 
UO BUISIZIZAPS [BUOTIEU ZATJEWIOJUI pue 
PATIEH2 YIM Ysed ssead ul se ‘sou 3894} UT 







*SJUIZESEU $,UIUIOM SUIPEs] SLOUIWY 
Ul SUISHIZAPe [eUOHeU JAISUD}X9 PU j}UD)SIS 
-UOD JO saved Aq 3]ING UOHEINdss pue pueuep 
JI9q}°** SauLDU paysqnisa puv paziuZoIas a1p 
SHOHS NOIHSVd SIUVd PY® AINNOO 


‘aquapyfuos yzim kng ups Kay) saoys pup ‘mouy 
kay) sawpu-apps*** anjea pue Ajqenb ‘a]A3s 
pesnsse jo s20ys Sujpuewep sie Avy) Aq st 
yey] *AINp e]qQnop Op Asnu ssJe]]Op ey) sz1]ee1 
Ady], “SnO12sU0d-anjpa aiv UaMOM ‘aL0fag 
4ana uDY) a10ul ‘mon *** SoUIIEM 0} BUSN{pe 
38 BIJIWY jo uamI0 AM ay} Ajsnoaseinod 


ISa] O} Paka” 






saw) Ainp-ajqnop & 


q1i\' 


di, 


0 AAD ASAP Teg 














March 28, 1942 


CRUSHING 
THE AXIS 


Is a Job for 
STRONG FEET! 








@ America's stepping into the thick of the fight 
with both fists flying—but we've got to win the 
Battle of Production right here at home before 
we can knock out Hirohito, Adolf and Benito. 


Don't ever forget that most of the burden of 
winning this fight on the home and factory front 
is going to rest squarely on the shoulders—and 
the feet—of women and older men. 

It's going to put a lot of strain on feet unused 
to long hours of standing—feet broken down by 
improper shoes, and weakened by too much 
reliance on rubber tires. And that's where you 
come in. 


HOW YOU CAN HELP BOOST PRODUC- 
TION AND YOUR BUSINESS. TOO— 


(1) Organize a real Foot Health Campaign and keep promoting it consistently. 

(2) Bring to your community one of the greatest advancements in the history of footweor— 
the revolutionary CONFORMAL Personalized Shoe which automatically conforms to 
the individual requirements of each different foot. . 

We believe CONFORMAL Shoes are as far superior to old-fashioned standardized shoes as 

are today's weapons to those of 1918. The new comfort and freedom from fatigue they are 

bringing to a fast-growing army of men and women on the home front will help increase 

efficiency—help win the Battle of Production. By stocking CONFORMALS now you can both 

help your country and get set for the coming demand for foot comfort. 

Alert shoe merchants are rapidly realizing the wisdom of switching to CONFORMALS. 

Already the orders pouring in from dealers from coast to coast have broken all previous 

records. Now is the time to act—write or wire today for full details! 





A Message to America’s 
Alert Shoe Merchants... CONFORMAL 


I v4 
Fever! Canes 
TWO MORE LEADING STORES JOIN ea oe 
THE SWING TO CONFORMALS! 

Accepted for Advertising by the Journal of 


Within the past two weeks two of America's outstanding shoe retailers have . éos 

held opening demonstrations of CONFORMALS—+so successful that our Os Amnesties Samim Anspetation 

demonstrators were held over by demand! j 

At E. W. BURT & CO., one of Boston's largest ond finest shoe stores CONFORMAL FOOTWEAR CO. 

noted the country over for reliable fitting, and at EDWIN F. POTTER, 
~ Inc., one of the leading corrective shoe stores in downtown Cincinnati, 


several hundred pairs of CONFORMALS were sold in a few days—again , J - 
proving the remarkable public acceptance of this revolutionary development. 1509 Washington Ave. @ Saint Louis 





Division International Shoe Co. 
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BASEBALL time and Doc Painter, 
chief trainer of the Yankees, is get- 
ting the players’ muscles and liga- 
ments trim for the game. If you 
don’t think baseball counts in this 
man’s world, read the news from 
Australia. One of the first things 
our boys did was to put up a base- 
ball field, to get them into shape for 
their work (after having been at 
sea for weeks). Doc Painter says 
muscles talk. 

The Doc is ankle-conscious be- 
cause that’s the part of the athlete’s 
body that will kick up trouble faster 
than anything else. After all, Doc 
Painter kept Babe Ruth in condition 
and here’s what he has to say on the 























“T don’t know how many people 
have asked me how his thin ankles 
managed to hold out so long under 
the weight of his huge body. There’s 
no mystery about that. It’s a false 
impression. There was nothing 
weak about his ankles. He didn’t 
have much flesh around them. They 
weren't beefy. But his bones and 
ligaments were big, strong, and well 
knit. He had an unusually large 
Achilles tendon. That means 
strength.” 


March 28, 1942 


MERLE FAINSOD, Associate Price 
Executive of OPA, Washington, in 
an address on “Government Price 
Regulation,” said: 

“Effective price control now can 
prevent a repetition of the World 
War I experience. We shall be far 


stronger if our armaments do not 





have to be bought in a runaway 
market. We shall get ahead faster 
with war production if our Govern- 
ment has the means to prevent spec- 
ulative hoarding of raw materials by 
which artificial scarcities are cre- 
ated. 

“The morale of our people will be 
far better if we can make certain 
that the burdens of the defense pro- 
gram are evenly distributed. Rapid 


- increases in the cost of living mean 


industrial unrest, strikes and slow- 
downs, and even the suspicion of 
profiteering causes discontent which 
cuts production just as surely as the 
bombing of factories.” 


THE Isis Shoe Store of Indepen- 
dence, Mo., gets more of the dollar 
from the pay checks of construction 
workers employed in building de- 
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fense plants than from other workers 
—in proportion. “Construction 
workers’ pay checks are larger. None 
of our merchandise has been raised 
more than 20 per cent. Most of our 
customers’ kicks on price come on 
the children’s shoes. The rise is so 
slight in our women’s lines that it 
is unnoticed and men expect to pay 
more. The strong trend at present 
is to better merchandise.” 


. . 


JOE WARD, advertising manager 
of Endicott - Johnson Corporation, 
Endicott, N. Y., is one of the sage 
philosophers of the Susquehanna 
Valley. We enjoy his point of view 
and before we give you a cull of 


some of the things that passed be- 


tween us, let us just give you a 
flash back. 

In the last World War, speed for 
the fight was the thing and, believe 
it or not, the time between leav- 
ing his desk in Carbondale, Pa., and 
running a machine gun in the front 
line trenches in France was pre- 
cisely six weeks. 

Mr. Ward has been employed by 
Endicott-Johnson 21 years and has 
been advertising manager. for 13 














years. Now, to our gleanings; it 
has been said: 

“Many mistakes were made in the 
last war—and not all by generals.” 

“The reason for advertising is the 
same as having bells on churches— 
people have poor memories.” 

“Every customer once was a pros- 
pect; every prospect was once a 
stranger . . . moral: Get acquainted.” 

“Pause a minute in your pes- 
simism. Wait until we get started. 
No power on earth can stop 130,- 
000,000 American people, with their 
resources for war, once they get 
moving.” 

“Commercial fishermen go to sea, 
while amateurs fish from piers. . . . 
You get what you go after.” 

“Cowards die many times before 
their death.” 

“Do you know that over ten mil- 
lion hunting licenses were issued in 
America last year? Hand the aver- 
age American a rifle and a shell and 
he knows what to do with it.” 

“Every squirrel knows the answer 
why you should advertise today. . . . 
There’s always a Winter ahead.” 

“Don’t let the end of the national 
emergency be the beginning of 


yours.” 
7 * + 


K. N. MERRITT, General Sales 
Manager of Railway Express Agen- 
cy and President of the National 


Federation of Sales Executives, New 
York, said: 





“Your men are selling the satis- 
faction of human wants. Go down 
to one of your department stores 
this afternoon and say to the girl in 
the dress department: ‘What are 
you selling?’ In ninety-nine cases 
out of a hundred she will tell you, 
‘I'm selling ladies’ dresses.’ But she 
isn’t. Thousands of ladies’ dresses 
are given away to charitable insti- 
tutions every year because nobody 
wants them. The salesperson is not 
selling ladies’ dresses ;-she is selling 
the satisfaction of human want. And 
our job as salesmen is creating the 
buying attitude on the part of that 
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EGGS AND DOLLARS 


—The WASHINGTON REVIEW 
tells us that “American hens are 
stepping up wartime production,” 
the January "output" being three 
and a third billion eggs. 

—How, or by whom, those eggs are 
being counted is a logical ques- 
tion; but nobody can prove other- 
wise, so why worry? 

—Suffice it to say, that our shoe 
industry—with a 500,000,000 pair 
annual production — cannot ex- 
pect to enter into numerical com- 
petition with the hen industry. 

—But at the rate we are now going, 
our dollar s ers in Washing- 
ton will make the national egg- 
statistics look like a flat omelette. 

—Three and a third billion dollars 
expenditures a month will prob- 
ably be “small change” before 
the present world misunderstand- 
ings are straightened out. 


SU Ten 


President 





prospect by finding out what his 
wants are, and then showing him 
how they can be met.” 


* > * 


|, B. PLOTKIN and J. Y. Kriveloff, 
owners of Pedicure Shoes, Inc.; with 
a shoe and foot comfort station 
practically underneath the McAlpin 
Hotel at 40 West 34th Street, New 
York City, held an anniversary din- 
ner for the staff and their guests 
last week. The staff from the 
Brooklyn store joined in the party 
and it was a gala affair. The two 
owners reaffirmed the policy of the 
business: “Every shoe sold must 
aid and fit the feet.” 
* * * 

L. W. YOCKEY of Volk Brothers, 
Dallas, Texas, says: 

“We are making more two and 
three pair sales than usual. I had a 
customer last week who bought four 


pairs of men’s shoes and gave me a 


check for $52.45. Our department 
is well ahead of last year and it is 
largely this character of sales that 
is doing it. Young men are holding 
off buying because they figure they'll 
be going into the army.” 


C. B. LARRABEE, Managing Edi- 
tor of Printers’ Ink, says: 

“In these critical days it is highly 
important that all of us take time 
for thinking. No matter where it 
is, all of us should retire there once 
in a while to rest and to think, in an 
atmosphere far removed from the 
clash of office trivialities, snap de- 
cisions, radio commentators and 
newspaper headlines. 

“We shall come back revitalized 
and renewed in physical and mental 
health, ready to meet the problems 
that press on us from all sides. 

“I realize that there are many 
problems, many challenges that we 
have not had time to discuss, but 
there is one more challenge I would 
like to put before you. 

“One of the big challenges that 
you will meet—and probably sooner 
than you think—will be to justify 
your means of livelihood economi- 
cally and socially.” 

* * = 
LEO McCARTHY, advertising man- 
ager of E. T. Wright & Co., makers 
of the Arch Preserver shoe for men, 
recently proved his versatility by 
contributing an article on men’s 


shoe styles to the Philadelphia In- 
quirer. Going all out for the custom 
toe, with either wing or straight tip; 
for the plain toe blucher pattern and 
the so-called moccasin type, Mr. 
McCarthy writes: 

“Let them be brown, comfortable, 
rugged but, emphatically, not crude. 
Men, to the everlasting benefit of 
their health, are at last going to get 
onto their feet and walk. Men’s 
shoes for this Spring and Summer 
are styled for a definite utilitarian 
purpose—foot transportation. There 
is a new U. S. Route 1, and every 
automobile is rolling along it—some 
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slowly, some fast—but all to the 
same destination—the storage 
yard.” Feet become important. 

* 7. o 


PARSLEY GREEN was a promo- 
tion color by I. Miller & Sons this 
Spring. In some stores the clerks 
even wore boutonnieres of parsley 
to emphasize the color and its name. 
Maurice Miller received the follow- 
ing letter, which he proposes to 
frame and have in his office at 450 
Fifth Avenue: 





SOCIETY FOR PREVENTION OF 
PUTTING PARSLEY ON PEOPLE’S 
PLATES IN PUBLIC PLACES 
Sponsored by Grand Forks Lions Club, 
Grand Forks, N. D. 

February 2, 1942 
I. Miller, 


Fifth Avenue, 
New York, N. Y. 
Gentlemen: 

“From out here in the Middle West 
comes this mild voice of protest, all 
brought about by the publicity given the 
Parsley Weed in your promotion. 

“Whether you know it or not, the 
Society for the Prevention of Putting 
Parsley on People’s Plates in Public 
Places (sponsored by the Grand Forks 
Lions Club) has burned many a gallon 
of midnight oil, so-to-speak, combatting 
the use of the Parsley Pest, and has re- 
ceived considerable national publicity at 
that. However, it seems that all this 
publicity and all our efforts are now 
considerably offset by the very attractive 
double-page spread of drawings by Miss 
Ketchem in the February Mademoiselle. 

“We are taking the liberty of enclosing 
a membership card and button for your 
use. If you care to send us the usual 
membership fee of $1.00 all well and 
good;.if not, it is still all well and good. 
Just keep the card and button—possibly 
some member of your firm may get a 
little kick out of the transaction. It’s all 
in fun anyhow!” 

Cordially, 
S.P.P.P.P.P.P.P. 


JOHN SLATER of J. & J. Slater, 
Madison Avenue, has accepted the 
chairmanship of the Shoes & Leather 
Division of the Special Gifts Com- 
mittee of the Archbishop’s Commit- 
tee of the Laity for the 1942 appeal 
of New York Catholic Charities. 
Serving as vice-chairman of the 
Shoe and Leather Division is 
Thomas F. Callahan of B. Altman & 
Co., Fifth Avenue & 34th Street. 
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Other members of the division are 
now being appointed. Last year the 
Special Gifts Committee collected 
$315,139. 


PAUL J. WOLFER, formerly pur- 
chasing agent of the W. L. Douglas 
Shoe Company, Brockton; more re- 
cently engaged in a similar capacity 
with the Milford Shoe Company of 
Milford, Mass.; and currently serv- 
ing as first lieutenant in the 218th 
Q. M. Company at Fort George 
Meade in Maryland lends point to 
our contentién that issues of Boor 
AND SHOE Recorper have a long 
life and are apt to turn up almost 
anywhere. Acknowledging receipt 
of last December’s big Show issue, 
he writes: 

“A man soon forgets the intrica- 
cies and gossip of the shoe world. 
An occasional refresher such as you 
sent me is, therefore, greatly ap- 
preciated.” 

Lieutenant Wolfer is awaiting the 
formation of one of the new mobile 
shoe repairing units with which he 
expects to be connected. 


* * 
HENRY J. HOWLETT, secretary of 
the American Management Associa- 
tion, says: 
“We had best face the fact now 


that for the present the industrial 
way of life to which we have been 


accustomed is over, and will be over 
forever unless we win this war. The 
normal industrial and trade proc- 
esses as we know them are increas- 
ingly going to cease to exist. 

“It has been the tradition of the 
American economy that people 
should use and consume so that 
others might work and produce. But 
now the spirit is slightly opposite. 
The by-word now is conservation. 
‘Conserve all you can, everything 
that you touch. Supplies are scarce.’ 
That is the gospel being preached 
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day and night and it is eventually 
going to be absorbed by them and 
affect all their economic thinking.” 


Down TO EARTH 
“Come down to earth, O pampered feet! 
you've functioned from the driver’s seat 
For years. And now it’s time you tried 
To walk a bit, instead of ride. 

- . . 


Though it may not be to your liking, 
You've got to take M. Fishback hiking. 
Our tires are thin, and I'll be too 
With reasonable help from you.” 
—Marcarer FisHpack. 
(Published in the Magazine Section of 
the New York Herald Tribune) 
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Listen, that little Air Raid Warden is getting enough cooperation now! Suppose you 
come along with me and cooperate on trimming the front window. 
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By far the biggest storm that has hit 
WPB was the abrupt resignation of Rob- 
ert R. Guthrie as chief of the Textiles, 
Clothing and Leather Goods Branch. 
Packing their luggage and also leaving 
their notes of resignation were Mr. Guth- 
rie’s aides, Marshall Hale, Jr., deputy 
chief, and George, Doherty, executive as- 
sistant, who shared in the intramural row 
over conversion. Whether the ensuing 
double barreled WPB investigation or- 
dered by WPB Chairman Donald M. 
Nelson and the Congressional inquiry, 
also requested by Mr. Nelson, will mean 
a real WPB blow up remains to be seen. 
Prophets there are who say there will be 
a parade of resigning officials. Their 
places will be taken, so these seers have 


it, by men from industry who have a defi- 
nitely all-out war conversion philosophy 

For Mr. Guthrie said the shooting was 
over conversion. He said that there was 
“strong opposition” within WPB to total 
conversion of industry for defense pro- 
duction. Indecision, resistance and pro- 
crastination on the part of representa- 
tives of the affected industries now work- 
ing with the WPB, Mr. Guthrie declared, 
compelled his resignation. 

“I felt that we could no longer afford 
the risk of ‘too little or too late,’ ” he ex- 
plained. 

Mr. Guthrie made it clear that his fire 
was directed against those within PWB. 
It was not an overall blast at industry. 
Actually, he pointed out, many of the in- 


dustries with which he dealt “were will- 
ing to make any sacrifice that the war 
effort required.” 

Mr. Guthrie’s charges were met with 
countercharges that he was hostile to 
industry. 

Shortly before his resignation, accord- 
ing to testimony which he gave on 
Wednesday of last week before a House 
Military Affairs Committee, Mr. Guthrie 
was told that the textile, clothing and 
leather branch of the WPB was to be 
split in two and that he was to lose juris- 
diction over textiles. While his differ- 
ences with associates in the ranks of 
dollar-a-year executives arose largely from 
what he regarded as improper allocation 
of metals, chiefly aluminum, to industries 
like the radio and refrigerator trades for 
use in manufacture of products for civil- 
ians, he also took exception to the way 
in which new wool was being allocated 
and urged the building up of a stockpile. 
This attitude on his part led to differences 
with some of his subordinates. 

Mr. Guthrie also cited alleged obstruc- 
tion to his efforts to allocate production 
and products in the cotton duck, nylon 
and cotton textile fields. Dissension re- 
sulted from a plan to convert the carpet 
industry to cotton duck production, also 
by proposals to create a “stock pile” of 
nylon yarn, despite the fact that the air 
forces have since called for all the nylon 
they can get for parachutes. The leather 
industry did not figure prominently in the 
testimony and apparently no important 
differences arose in that connection. 


* * * 
RECLAIMED rubber is still available 
for the manufacture of rubber heels, the 
WPB Rubber Branch pointed out on 
March 13. A recently published report 
to the effect that the WPB had banned 
production of rubber heels has caused a 
run on dealers’ and suppliers’ stocks, the 
Branch added. The only ban in effect is 
on the use of crude rubber for the man- 
ufacture of rubber heels. Reclaimed rub- 
ber has been used in heels for some time. 


* + # 


BEN ALEXANDER, who has been ap- 
pointed acting chief of the Textiles, 
Clothing and Leather Goods Branch, has 
been president of the Masonite Corp.., 
Chicago, since its founding in 1926. The 
firm manufactures hard-pressed fiber 
board. Mr. Alexander came to Washing- 
ton March 1 to serve as a special assis- 
tant to Philip D. Reed, Chief of WPB’s 
Bureau of Industry Branches. Mr. Alex- 
ander was graduated from the Univer- 
sity of California in 1917. He served as 
an infantry captain in the last war and 


still holds that rank as a reserve officer. 
* * * 


THE appointment of Howard Coonlev 
as Chief of the Simplification Branch of 
[TURN TO PAGE 50. PLEASE] 
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SHOES for WOMEN 
on the 


HOME FRONT... 


Mrs. Typical Customer 
always wants a high-rid- 
ing slipon. Higher rid- 
ing sides would be 
needed to give a better 


fit to some foot. 


This smart welt with ex- 
tended sole, low heel and 
broad tread is an ideal 
shoe for business girl or 

2 or h keeper. 





Seamless vamp, flexible sole 

and low heel are the special 

comfort points of this welt 

shoe. Mascuiine detailing give 
added style. 


WE have all been hearing and talking a great deal about women 
in defense work, women in war work as we are beginning to call it. 
For nearly a year THE Recorper has been talking about the grow- 
ing demand for shoes suitable for women in defense and for many 
months we have been showing these shoes in our style pages, 
notably in our defense feature issue of Feb. 7. “Good Bases for 
Defense,” we called the article especially devoted to basic shoe 
styles for nurses, nurses’ aides, canteen workers, air raid wardens, 
motor corps drivers, office workers, etc. 

Elsewhere in this issue you will see pictures of women in another 
kind of war work, the manufacture of airplanes. More and more 
as the war goes on and men are drawn out of industry into the 
forces, women will replace them on the assembly lines. Six mil- 
lion women, if needed, can be recruited this year for work in 


20 . Boot and Shoe Recorder 





| 
| 


High riding blucher, smart in 
its simplicity of detailing . . 


note the currently popular dec- 


orative stitching .. . gives eom- 


fort plus style. 


March 28, 1942 


Behind the Thousands of Women Taking Their Places in the Assem- 
bly Lines of Defense Factories Are the Millions of Women Serv- 
ing Their Country in Offices, Stores, Hotels and Their Own Homes 
and Kitchens. For them Comfortable Medium Heel Shoes in Fea- 
ture and Welt Types Are a Number One Necessity and Choice. 


Mrs. Typical Customer, 1942 selection of the 
National Retail Dry Goods Association, is 
Mrs. Clarence C. Cox of Greenville, S. C. Mrs. 
Cox, who does most of her own housework, 
considers her main war job to be the care and 
proper feeding of her husband and two children. 


The Crpey seam 7 
oxford, the classic 
feature shoe, is a 
perennial favorite 
with women who 
want the most in 
comfort in an ac- 
customed style. 


Newer treatments in a 

feature oxford, becoming 

increasingly popular. Its 

walled last and moccasin 

vamp treatment flatter 
the long foot. 


war industries and other essential services, according to recent 
figures released by Miss Mary Anderson, Director of the Women’s 
Bureau of the U. S. Department of Labor. In our story in this 
issue on women in aircraft factories, you will see the kind of 
clothes prescribed for their safety and comfort by one company. 
You will note the shoes with very low or wedge heels worn with 
these overall suits. 
WOMEN ON THE HOME FRONT 


In this article we are concerned with women who are not in the 
limelight either as replacing men in aircraft, machine tools or 
munition plants, or as members of defense organizations with all 
the fanfare of uniforms and newspaper and movie publicity. These 
are the women on the Home Front. [TURN TO PAGE 39, PLEASE] 
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Jerry Holden operates a rivet gun in the sub-assembly de- 
partment of the North American Aviation plant. She wears 
comfortable moccasin front shoes. 


LOW HEELS 
A “MUST” 
For Women Who Build Bombers 


WOMEN are playing an increasingly important réle 
in the American defense program. At work in defense 
plants throughout the nation, they are taking their 
places to supplement the efforts of men in doing the 
thousand and one jobs required to build the implements 
of modern warfare. 

This is especially evident in the aircraft industry 
where women are being hired in increasing numbers 
each day. Officials say women will do up to 60 per cent 
of work in aviation industry as the work progresses. The 
enormous output of warplanes—bombers, persuit planes, 
interceptors and trainers—required for 1942 demand 
the swelling of the personnel rolls of aircraft plants. 

But at the same time the reservoir of manpower is 
being drained by requirements for massive Army and 
Navy. So it is to women that the nation looks to step 
into the aircraft plants and, so to speak, man the ma- 
chines of this vital industry. 

How well is this program of substituting women for 
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men in many of the essential operations of defense 
industries succeeding ? 

It is a creditable record that women have made in the 
plants of North American Aviation, which are located 
in several widely separated sections of the country. The 
employment of women in productive capacities, begun 


Voncella Seldomridge, who operates a drill press in the 
plant, wears square toe novelty wedgies. 


on a small scale, is being continued as a major phase of 
the personnel program. 

Hiring of women began several months ago and was 
pronounced an immediate success. Women “filled the 
bill” in this airplane plant when they were placed in 
jobs which fitted their manual dexterity and ability. 
Housewives whose sole experience was fixing fuses when 
washing machines “blew them out” took readily to sheet 
metal work and to hydraulic work. 

At the parent plant of North American, which former- 
ly had limited the hiring of women to jobs such as 
covering and sewing the control surfaces of airplanes, 
women were assigned to the electrical sub-assembly 
department, where their ability to use their hands stood 
them in good stead for all phases of sub-assembly elec- 
trical work. 

Finally, the program reached into North American’s 
newest unit, the $10,000,000 bomber assembly plant. 
The feminine employees went to work in the stock 
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North American Aviation, Inc., Insists Upon Closed Toes as an Added 


Safety Requirement. Foot Health a Vital Factor in Success of Defense 


Program and Women in Factory Work Favor Easy Fitting Casual Shoes 


This girl who works on a machine that flares the ends of 
gas and oil line tubes, is wearing wall toe blucher oxfords 
with a heavy rough rubber sole. 


rooms of this gigantic plant and a program was insti- 
tuted to train them for semi-skilled work. 

At no time will women displace men, North Amer- 
ican officials announced, but their employment will en- 
able the company to release men to other departments 
where they are more seriously needed at the present time. 

“You have accepted jobs in this industry on an equal 
basis with men,” they have been told. “You must expect 
no extra consideration and no unusual privileges.” 


THESE women have been drawn into the aviation in- 
dustry from all walks of life and there are former sport 
champions, waitresses, artists, interior decorators and 
operetta singers who are new members of the “silk 
stocking army” behind the army. The soubriquet 
“planéswomen” has been given these daughters of the 
pioneer plainswomen of the West. 

When first hired at each plant, these women naturally 
were the cynosure of the eyes of male workers. Shortly, 
however, they were accepted as fellow workers by their 
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by HARRY R. TERHUNE 


_— 


.- Be 


male contemporaries, especially after they proved they 
were capable of the efficiency of experienced men. 
“Our biggest concern to date,” one foreman dis- 
closed, “has been to keep the women frém being over- 
anxious. We tell them to take it easy for a while and 
not to rush and worry about their work. We advise 
them to imagine that they are in the kitchen baking a 
cake or washing dishes and to take hold of their jobs in 


th®-plant in the same manner as they do their jobs 


se 
there.” [TURN TO PAGE 39, PLEASE] 


* 
Editor's Note!’ These- Photographs by Eric Swarthe, werd taken exclu- 
sively for Boot axv Suoe Recorver at a plant of the North American 
Aviation Co. The North American Aviation Company kas officially ap- 
proved these pictures but docs not necessarily endorse or approve the 
individual makes of shoes worn by their employecs. 


Gladys Petersen, sewing fabric on the control surfaces of 
planes, prefers a novelty type moccasin slipon with wedge 
sole and heel. 
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STRESS 


FIT, STYLE And COMFORT 


DISPLAY men can do much to 
make National Foot Health Week, April 20-25, a big 
business builder for their stores. Window displays and 
in-store decorations that make the store stand out will 
count tremendously. With everyone interested in build- 
ing and keeping HEALTH as part of the national pro- 
gram of production and protection, the interest and re- 
sponse should greatly exceed anything in past years. 
Cooperative promotion programs will develop tremen- 
dous community interest. From there on, it’s up to the 
individual store to make itself a point of outstanding 
interest. That’s where the display man comes in. 

Fhe store must have the steck and the service, the 
ability to fit feet and the shoes to fit them with. And the 
advertising must tell about those features in a convincing 
manner. But it’s up to the window displays and the in- 
store atmosphere to continue to increase the customer’s 
enthusiasm. To the perennial poster colors—green with 
black on white—we suggest adding a touch, a backing, 
of flag colors to add the air of patriotism that is a part 
of this year’s promotion. Suppose you have a small 
store with a showcase or two near the front and not much 
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Suggested window background:for Foot Health Week 
promotion. Strips of red and blue paper are drawn 
across the face of a white panel, before which is set the 
raised panel carrying the poster. Plateaus are poster 
green tops with red and blue stars on the white edges. 


display space elsewhere. Why not use a border of red- 
white-blue ribbon or paper just inside the glass of the 
showcases, with a poster in back and the poster-green 
as a cover for the show case bottoms? Continue the 
theme with the red-white-blue ribbon along the top of 
the shelving, breaking it here and there with a poster 
or cards telling about your shoes and fitting service. 
The expense involved would be slight, yet everyone who 
enters the store will know there’s something special go- 
ing on. We have frequently mentioned “in-store promo- 
tions” as a very important tie-up in any selling program. 
No matter how small your store, you can carry out in- 
store tie-ups for so important an event as National Foot 
Health Week. 

There is a wonderful tie-up possible with OCD and 
other activities that demand much time from women to- 
day. You can make the National Foot Health Week tie- 
up complete in your store and continue to build up your 
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For National Foot Health Week 


In-store display suggestion, based on the idea of the 
window background, and featuring the official poster. 


reputation as a service center for shoes through further 
tie-ups with other possibilities as they come along. Even 
if you are doing a top notch fitting and service job, you 
have to get variety into your promotion stéry to create 
ever-increasing public interest. 


We salute 


The Career Girls 
Defense Corps 


ond ite srlptneme, 
Col Denne Johnsen 


Coe ete oe ee anal ete? 
Se ht ei ea 

Sn ey el lt teas 

5 Se os sete py ets 

Ct eee mn ten oe tt hp 
Ey ee al ot 


played up 

walking types in their ads. Your defense 

shoes fit into this group and can be pro- 

moted along with your Foot Health 
Week merchandise. 
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—In Your Windows 
—In Your Store 


—In the Newspapers 


We also suggest holding a window contest among the 
stores participating in Foot Health Week in your 
locality. You can get competent people not associated 
with any participating store as judges. You can have 
the public cast their votes for the window they like best. 
Prizes need not be large, but there should be some sort 
of a reward certificate that the winning display man 
can keep. 

In addition to window and in-store displays, we be- 
lieve use can be made of strategic spots in or near fac- 
tories and schools for “poster” showings. Little or no 
merchandise is required in these “bulletin board” dis- 
plays that are made up of designs done in colored paper. 
The sketch given as a window background would work 
well in a space the size of the standard 4x8 foot wall 
board which could be painted white for the background 

[TURN TO PAGE 52, PLEASE | 





SHOE INDUSTRY FACES FACTS 


HAROLD F. VOLK Group of eoareeor O poms in shoe w—ONSm a 
‘ . " industries photograp at opening session o 
Volk Bros. meg President of the National Shoe Style Conference, Waldorf-Astoria Hotel, New York. 
etailers Association. Front row, left to right, Merrill A. Watson, executive 
vice-president Tanners Council; M. L. Chandress, L. F. 
Tuffly, Harold Volk, Owen Metzger; Second row, L. V. 
Hershey, chairman National Shoe Manufacturers; J. O. 
all, President; Ruth H. Freeman, secretary. 


THERE is very little of complacency in the attitude of 
the shoe industry toward its wartime problems, if one 
is to judge from the statements of speakers at the 
semi-annual Style Conference of the National Shoe 
Retailers Association, held Monday and Tuesday of this Standards Section, Office of Price Administration. 


MORRIS L. CHANDROSS 
Senior Consumer Standards Expert, Consumer Division, 
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Style Conference Looks at the Realities of 
Wear Situation as Speakers Discuss Problems 
of Leather Supply, Possibilities of Rationing and 
Retail Price Ceilings, as Well as Ways in Which 
Fashion Can Be Utilized to Help Conserve 
Leather and Other Critical Materials. Volk Pro- 
poses Return to Two-Season Selling System 





MRS. HORTENSE M. ODLUM 


Chairman of the Board, Bonwit Teller’s, and National 
Co-Chairman of the Speakers’ Committee of the Retail 
Advisory Committee to the U. S. Treasury. 


week at the Waldorf-Astoria, New York, in conjunction 
with the Fall Leather Show sponsored by the Tanners 
Council of America. 

Official representatives of these two associations, as 
well as the other speakers, made it abundantly clear 
that they are facing the situation in realistic fashion, 
with full appreciation of its present gravity, and its 
possibilities for the future. The grim specter of shoe 
standardization raised its head more than once in the 
discussions, and Merrill A. Watson, vice-president of 
the Tanners Council, who is by no means an alarmist, 
even mentioned shoe rationing as a possibility when he 
said: 

“The creative enterprise which has given the United 
States a per capita shoe consumption far beyond any 
other country in the world and at relatively lower cost 
to the consumer, will have plenty of room for exercise 
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MISS ELEANOR SCULLY 


Shoe and Accessories Editor, Vogue Magazine. 


in the months ahead of us. Manufacturers will probably 
find unlimited scope for ingenuity in the use of mate- 
rials, in forced changes of manufacturing process. A 
more flexible judgment will be required in using one 
type of leather if another is not to be had, or in seeing 
the possibilities of some leather which has not been used 
for the purpose at all. Left to our domestic resources 
and talent, we could get along, finding ways to utilize 
every scrap of sole leather, and making serviceable 
uppers, perhaps even from sheep leather. 

“It may also be necessary in the shoe industry to place 
ceilings on shoe prices. If that is done it would prob- 
ably have to be done in connection with definite and 
specified constructions or price classes. 

“The problem which would arise for the retailer, 
assuming the likelihood of the factors I have dwelt on 
in tanning and shoe manufacturing, is a particularly 
difficult one. Demand for consumers’ goods can well be 
almost insatiable. The elimination of many durable 
products will tend to focus consumer buying power on 
clothing and shoes. Taxes and enforced savings will 
we hope, in the national interest, syphon off some of 
this spendable income. Nevertheless, enough will re- 
main to make every retailer long for the days when his 
worst problem was how many pairs to buy. There will 
be less shoes to sell, fewer styles, fewer types. 

“A year ago rationing was an idea far removed from 
American thinking and expectations. Today it is more 
than a possibility, and millions of Americans may be 
clipping a new kind of coupon in the not too distant 
future. With a per capita consumption in 1941 of 3.4 

[TURN TO PAGE 37, PLEASE] 
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A Freedom from Worry 


QNE of the strangest phenomena of the day is the be- 
fuddled expression you see on most men’s faces, indicat- 
ing—in a way—that they don’t know what it’s all about. 
Even conversation is irrational—jumping from Java to 
sugar, to MacArthur, to shortages and everything in 
between. 


But with it all, some time, somewhere some straight 
thinking has got to take place. You might as well start 
it yourself, streamlining your own business thinking to 
the job you have in hand. Now let’s not confuse the 
issue of War and War economy with the topic—Money 
for Business. 

Here’s the works! Forget about the Victory Shoe for 
the time. Think about VICTORY METHODS that lead 
to money in your own store’s operation. National in- 
come last year rose to the record high of $94,500,000,- 
000. Wages and salaries paid amounted to $61,200,- 
000,000. This was a net gain of 25% over 1940. There 
will be a great deal more purchasing power through 
wages and salary in 1942. So, if the public gets the 
money and you have the merchandise, there is no reason 
why you shouldn’t pay your bills on discount date. On 
this statement alone stands your straight business think- 
ing for 1942. Nine months of it are still ahead. 

We know precisely the position you are in today... 
the problem of securing ready cash to pay for the larger 
inventories that you have on hand. Every business man 
knows—the bigger the inventory, the more money is 
needed to meet bills promptly. 

What do we mean by VICTORY METHODS in mer- 
chandising? We mean a straight policy of doing every 
day’s business for cash—let the customer credit go. If 
the shoes are wanted, they should be paid for on the 
spot. The public should be taught now, and for all time 
that the few dollars represented by the sale of a pair of 
shoes should come out of the pocket or purse at the point 
of transfer of the goods. What do you think has built 
up the strength of chains in this country? It has been 
cash and prompt settlement of bills. We’ve said it before 
and we say it now: Get some more capital into your 
business for yours is the type of business that will suffer 
less than any other business at retail—no matter what 
they say about priorities, restrictions, regulations, this 
and that. Shoes are essential to the health and freedom 
of people in war work. The nation is not going to be 
shoeless when mechanical locomotion is being gradually 
taken away. 
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Many a factory and many a store is going to be 
out of the running through the inability of the 
manufacturer or the merchant to obtain adequate 
current financing. Commercial banks and trust 
companies are in existence to grant loans but they 
are not going to extend credit unless the businesses 
are in a healthy, financial condition. The tradi- 
tional credit standards are being greatly modified. 
If your store is in the stream of customers with 
money, wages and salary, you are not doing your 
part unless you are giving them the shoes that 
they need, on a cash basis because it certainly 
isn’t a VICTORY METHOD to add to your 
cost of operation, bookkeeping, dunning, collec- 
tion expenses. It isn’t a case of putting it off 
until you are forced to some such action. Start 
right now! Your Easter bulge is here. It should 
manifest itself on the cash register rather than 
on the credit cards. Better to sell the customer 
one pair less and have it in cash than to put high 
pressure methods into the sale at the fitting stool, 
to clog up your credit cards with undigesible 
accounts. 


REMEMBER this also, a credit customer is a glutton 
for returns and complaints. Make no mistake about it 
you are going to get kicks—because this man and - 
woman walking public of ours is in for a period of sore 
feet. The conversion from peace sitting to war walking 
is going to manifest itself in kicks, complaints, returns, 
rejections and refunds. 

The honeymoon of hoarding is over. What a mad, 
mad world this was in January, when anything and 
everything was bought because the crowd psychology 
was based on a feeling of “Protect the larder and the 
wardrobe against the famine of the future.” Well, this 
country is too big and too broad and filled with too 
many virile people to ever see the day when there will 
be a famine in foods or wearables. Even war at our 
very doors won’t change the pattern much. 

So, if you want freedom from worry, get away from 
the confusing mess of business and personal debt and 
become solvent, once in your life. You can then buy 
Defense Bonds as a true reserve, not something to hy- 
pothecate after 60 days of patriotic fervor. 

We're talking turkey. If you don’t believe that cash 
money is the life of your business—YOU’LL FIND 
OUT! 
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Fit the Women on the Job 


It Is the Shoe Retailer's Job in This Emergency to Provide 
Proper Types of Footwear for This New Class of War 
Workers and Make Sure Shoes Are Fitted Correctly from 


the Standpoint of Health, Comfort and Efficiency. 


by BERNICE STEVENS 


“WORK SHOES FOR WOMEN” may not sound like 
a very glamorous promotion, but it is one which is 
already being used by shoe merchants in heavy indus- 
trial areas, and one which will increase in importance 
for many shoe retailers during the coming months. 
More and more women are being absorbed into factory 
and defense jobs previously occupied by men, and a 
million women are expected to be drawn into industry 
during the year. We find women welders and riveters, 
women at all types of bench and machine jobs, women 
taxi drivers, women filling station operators; in fact, 
women everywhere except in the heaviest of “he-man” 
jobs. 

Together with thousands of air raid wardens, metor 
corps drivers, fire watchers, nurses’ aides, Red Cross 
workers, and countless civilian defense workers, these 
women at war work provide the greatest market the 
shoe merchant has ever had for sale of sturdy type 
shoes. In fact, a real wartime service to the nation can 
be performed by the shoe men in helping to present 
comfortable, durable, and correct footwear for their 
arduous and strenuous duties. National Foot Health 
Week provides an excellent opportunity to promote the 
importance of proper shoes to personal health and effi- 
ciency in our new wartime tempo of living. 


A NUMBER of shoe stores are already displaying what 
they recommend as work shoes for women with jobs in 
factories and defense plants. These include all types of 
low and flat heel oxfords, nurses’ oxfords, brogue types, 
and college vogue saddles. 12/8 to 15/8 heels predomi- 
nate in the promotions and sales. There is still much 
to be done in the way of promotion of work shoes for 
women, and as was pointed out by several retailers, 
there is also a job to be done by manufacturers in 
developing a satisfactory work shoe. To date most girls 
and womes are buying ordinary street shoes and oxfords. 

Fashionable shoes for wear in factories, shops, and 
industrial plants are severely frowned upon and in 
many cases forbidden by factory officials for the sake 
of safety and prevention of accidents. This is directed 
particularly at high heels, open toes, and thin soles. 
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High heels, factory officials have found, cause many 
falls, and statistics show that a large percentage of 
accidents is caused by falls from tripping attributed 
directly to high heels. Toeless shoes are particularly 
forbidden in machine shops and other locations where 
there are filings and slivers of metal which could easily 
work inside the shoe and cause cuts and scratches. 


FOOTWEAR is given special attention in a pamphlet on 
“Safety Fashions for Women in Industry,” issued by 
the National Safety Council, with headquarters in Chi- 
cago. The recommendations are well worth considering, 
since they should be of help to the retail shoe dealer in 
selling shoes for factory work. The bulletis points out 
that safe shoes are as neat and well fitting as one could 
wish, and reads, “Work shoes are safe when they have 
good soles, and heels that are broader and lower than 
street shoes. You know how easy it is to stumble in the 
workroom. High heels cause tripping. Thin soled slip- 
pers do not protect against sharp objects on the floor. It 
takes but a moment to change street shoes for shoes 
that are safe in the workplace.” The National Safety 
Council also recommends that close-fitting spats or 
leggings be worn over low shoes when ankles or feet 
might be injured by falling objects. 

In one of its special bulletins, the Women’s Bureau 
of the United States Department of Labor urges women 
in industry to consider their feet first, pointing out that 
much fatigue and nervousness can be laid to badly 
fitting shoes. A shoe with medium height heel, which 
is long enough to place the ball of the foot in the tread 
of the shoe, which allows for the natural spread of the 
toes, and which fits snugly around the heel and instep 
is recommended. High or run-down heels and thin or 
worn soles are pointed out as possible causes of falls 
and accidents, whereas well fitting shoes with low heels 
and good soles can help to maintain a footing on wet or 
slippery floors. ; 

These recommendations can be taken to apply gen- 
erally to most women working in factories. Shoe re- 
tailers in Chicago industrial districts reported that they 

[TURN TO PAGE 3], PLEASE] 
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Shoe Man’s Son with 
Colin Kelly 


ROCHESTER, N. Y.—Rochester has a 
war hero—the son of a shoe repair man 
—Corporal Meyer Levin, who was 
bombardier on the last great flight of 
the immortal Captain Colin B. Kelly. 

The fact that the youthful corporal 
had a part in the destruction of the Jap 
battleship Haruna was not known here 
until Lieutenant Donald Robins gave to 
the world the detailed story of the 
bombing, revealing that it was Levin 
who, using an untried bombsight, 
landed three bombs on the decks of the 
Haruna. 

They consider this quite an achieve- 
ment for a boy who used to spend quite 
a bit of his time in the serene atmos- 
phere of his father’s shoe repair shop. 
Levin survived and expects to drop 
more bombs on Jap ships. 


George F. Johnson Again 
Heads E-J Board 


BINGHAMTON, N. Y. — George F. 
Johnson, who is now 84, was re-elected 
chairman of the board of Endicott- 
Johnson Corporation at its annual 
meeting here. The beloved “George 
F.,” played the most important part in 
building the great industry. 

Others named members of the board 
of directors are: George W. Johnson, 
Charles F. Johnson, Jr., Bruce L. Bab- 
cock, Ralph B. Clark, Francis A. John- 
son, Lawrence W. Merle, Raymond A. 
Mills, Jewett F. Neiley and Leonard 
L. Steed. 

The directors: elected these officers: 
President, George W. Johnson; first 
vice president and general manager, 
Charles F. Johnson, Jr.; second vice- 
president, Lawrence W. Merle; third 
vice-president, Leonard L. Steed; trea- 
surer, Bruce L. Babcock; assistant trea- 
surers, F. S. Sleeper, H. B. Wheeler 
and C. M. Firth; secretary and general 
counsel, Howard A. Swartwood; assis- 
tant secretary, Leo E. Mills; auditor, 
Linda Stanford; assistant auditors, W. 
J. Hogan, J. C. Merle and W. Ogden. 


Hand Sewn Moccasins Selling 


Houston, TExAs — The Algonquin 
type of hand sewn moccasins is the best 
seller in the shoe department at Bat- 
telstein’s, Inc. Two shades of tan are 
good. Tan with white will be the pre- 
dominating sports shoe, the manager 
said. They predict a big business with 
the Norwegian Moccasin this Summer, 
and casual types increase each season. 

The department carries a casual for 
women also, although it does not fea- 
ture women’s shoes. Casual types and 
tailored types are featured. Women 
are walk-conscious, the acting manager 
said, and women are going in for lower 
heels. Tan and white and British tan 
are good in polished leathers. 
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Play Shoe Department Speeds Sales 


Kansas City, Mo.—Last Spring for the first time K. G. 


Pinney, display manager of 


Jones Store, installed a play shoe department in the store. The results were sur- 


prisingly good. The store had never pushed the sale 
of a department for this type of shoe alone, 
heiping to handle the department, brought a 

was used earlier. Officials of the store are in agreement 


tion 
Spring the 


shoes and the instalia- 


@ college boy and girl 
ided uplift in sales. So this 


with Mr. Pinney about the desirability of an exclusive play shoe department. 





Fit the Woman on the Job 
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are selling shoes which in general com- 
ply with these regulations. Several 
pointed to sales possibilities in develop- 
ment of a modified safety shoe for wo- 
men, with reinforced toe. Wooden sole 
shoes with non-skid features are selling 
well and in increasing numbers. They 
are recommended for wear on wet and 
slippery floors, both as a guard against 
accidents, and as protection against 
colds, rheumatism, and other ailments. 
A number of stores are now stocking 
shoes of this type. 

More and more women are being em- 
ployed in munitions factories and pow- 
der plants throughout the country. The 
Elwood ordnance plant in Joliet, IIL, 
has hundreds of women loading shells. 
They are also employed by the thou- 
sands in munitions works in Elkton and 
Aberdeen, Md., New Castle, Del., and 
in plants throughout Indiana, Iowa, 
Illinois, Ohio, Utah, and Tennessee. 

Merchants in such localities and in 
areas where munitions powder plants 
are now under construction should be 
prepared to provide them with shoes 
with wooden pegged soles and heels 
with copper nails. 

Although promotion of work shoes 
for women is still in its infancy, it is 
a factor in retail shoe selling which 
cannot and should not be disregarded. 
Reports from all over the country show 
a general use of women in jobs which 
they never occupied before. Many of 
these will be filled by women now in 
clerical or office jobs and many by 
women who have not worked for some 
years. They are being used for light 
metal work, as riveters, welders, as 
solderers, lathe operators, wheel cutters, 
bench machinists, polishers, tool mak- 


ers, machine operators of all types, 
fuselage frame builders in the aircraft 
industry, radio and electrical repairers, 
and parachute riggers. Already driving 
taxicabs in certain cities, they are ex- 
pected soon to be employed as truck 
drivers in some sectors. A number of 
Chicago filling stations now employ 
women to service customers’ cars. The 
Chicago packing industries also con- 
template increasing use of women. 

In fact, there is no end to the possi- 
bilities for the future trend of this 
great labor switch. But it is one which 
will certainly bear study by the retail 
shoe merchant. Wise merchants are 
already watching the trend of employ- 
ment in their localities so that they can 
gauge buying and merchandising. 


Plan for Biggest 
Iowa Shoe Fair 


Des Mornes—Iowa shoe men are 
looking forward to the biggest and best 
Iowa Shoe Fair, jointly sponsored by 
the Iowa National Shoe Travelers and 
Iowa Shoe Retailers Associations, May 
17, 18 and 19, at Chamberlain Hotel, 
Des Moines, the “Convention City of the 
West.” 

Registration fee for the Fair covers 
the entire program, and as special at- 
tendance inducements, the Reservation 
Committee of the Iowa National Shoe 
Travelers offers the following: Free 
Sunday night lodging for every buyer 
and wife, free buffet dinner Sunday 
night for retailers and travelers, free 
luncheon Monday nood for retailers and 
travelers, free room and bulletin cards 
for each registrant, free stag party Sat- 
urday night for travelers. 





New York Stores Report Heavy Sales 
for the Spring Season—Importance of 
the Three S's, Service, Suit and Slack Shoes 
—Red and High Colors Good for Promotion 


by ANNE R. DAVID 


NEW YORK shoe stores and shoe de- 
partments, like those all over the coun- 
try, experienced a tremendous spurt in 
sales at the beginning of the year, 
which reached its peak in January. 
Sales for most stores ran well above 
those for the same period last year; 
figures were given as high as double 
last year’s sales. In February came the 
slackening off of these abnormally high 
figures, and in March the leveling off 
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continued, although all stores inter- 
viewed reported that sales for the entire 
Spring season are well above those a 
year ago. 

The reason is obvious. Customers 
bought shoes in four and five-pair lots, 
against their usual one-pair or oc- 
casional two-pair purchase of other 
years. It was fear of future shortages 
which occasioned the heavy buying, 
and in some cases this buying itself 


created a shortage. One store sold its 
entire stock of a good seller in two 
weeks—and can’t get deliveries on re- 
plenishments. 

Significant in this buying was the 
demand for quality shoes. Women, 
apparently, acted on the belief that, 
since they were buying for future use, 
and since they did not know when they 
could replace the shoes they bought 
now, it was wise to invest in good 
shoes which would stand much wear; 
also, fearing that they would not be 
zble to get the styles they desired later, 
they did not hesitate to buy a higher 
priced shoe if it was the type they 
wanted. : 

The big news in New York selling 
can best be described as the three S’s— 
Service shoes, Suit shoes and Slacks 
shoes. All stores are pushing at least 
one shoe as suitable for wear with uni- 
forms. Selby is showing a polished tan 
calf oxford with walled toe and leather 
heel—perfectly plain, but miltiary in 
its flavor. The new Grossman store on 
Fifth Avenue has two shoes which it 
has been selling for this purpose; one 
is a three-eyelet blucher with moccasin 
stitching, and the other, on a slightly 
higher heel, has cross stitching out- 
lining the moccasin front. Franklin 
Simon is promoting the “Minute 
Woman,” designed by Alice Marble for 
wear with uniforms. Another large 
Fifth Avenue retailer had a shoe made 
up especially for this purpose; it is 
an unlined plain toe calfskin oxford 
with a platform sole and 12/8 heel— 
very soft and’ flexible. Hanan is show- 
ing a number of shoes suitable for 
uniform wear; they have had great 
success with a five-eyelet walled last 
plain toe blucher on a 14/8 heel, with 
their special construction which makes 
the shoe extremely soft and light on 
the foot. 

Walk-Over has been selling a plain 
toe, walled last blucher of highly pol- 
ished calfskin with brass eyelets, in 
black and in tan. This store is also sell- 
ing a buckled monk for this purpose 
and for general wear. Saks Fifth 
Avenue has been promoting a number 
of low-heeled types, among which are 
a kiltie tongue, a monk strap, a square- 
toe blucher, and a blucher on a round 
toe, as “double-duty shoes, especially 
designed for uniforms and’ town 
tailleurs.” : 

It was the opinion of several of the 
retailers that women are interested now 
more than ever before in heavier soled 
shoes and shoes with lower heels, not 

[TURN TO PAGE 47, PLEASE] 
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WHY DON’T YOU TELL 
WOMEN MY STORY ABOUT 
Scuffless "PYRAHEEL”? 


ENNA JETTICKS “Gertie” —3664 


The experts say | take 12,000 steps a day. That's average. And let me 
tell you, | can't go mincing my way around. Most of the time | 
move like lightning. A woman has to—to keep 
a home and husband happy—small fry in line. I'll 
bet Scuffless “Pyraheel’* saves my shoe life 
5,000 times a day. Steps and stairs, cinder 
drives, damp grass, mud, kitchen stools, car pedals, 
curbstones—Scuffless “Pyraheel” resists all such 
scars, scratches, stains. It doesn't peel or fade. And 
it has style. * * * You've got hundreds of average 
customers like me. Why don't you tell them about 
“Pyraheel” in terms of a wife's day? You'd make women 
feel smart and thrifty. And that's good selling 
psychology, especially now, isn't it? 


show “ Pyraheel” 
featured in the Enna Jettick line of 
ENNA JETTICK SHOES, INC. nomical—a good service point for the times. Specify it on orders 
AUBURN, N. Y. 


s 


E. 1. DU PONT DE NEMOURS & CO. JINC.), PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 


*Du Pont Scuffless ““Pyraheel” plastic sheeting is available—eco- 
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Thank you, Mr. Lumbard, we're 
mighty proud to be able to offer 
“Darex-Lumflex” insoles to other 
shoemakers. 

It is a revolutionary new idea of in- 
sole construction that ushers in a new 
era of walking comfort,—gives that 
old slipper kind of flexibility from the 
moment you put on a new shoe. The 
through and through slashing of the 
insole with some intersecting the 
edges, together with subsequent ex- 
pansion gives an insole with space 
to compress on bending without im- 
posing resistance to the flexibility of 
the outsole. You get the flexibility of 
a single sole shoe with the cushioning 
comfort of a two-sole construction. 
And as an extra bonus, the frictionless 
rolling of the shoe adds extra wear to 
the outsole. 

Here’s old shoe flexibility right at 
the fitting stool. It’s yours for the ask- 
ing. Any method of shoemaking can 
use this insole. Specify “Darex-Lum- 
flex” insoles in your shoes. You'll get 
a selling tool that you can demonstrate 
as you sell. Samples available upon 
request to shoe manufacturers. 
DEWEY AND ALMY CHEMICAL 
COMPANY, Cambridge, Oakland, 





Montreal. 
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No. 12 in a series of Darex 
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Henry Lumbard 








| inventor .. 





In 1914 a young lawyer came 
out of the West from the Uni- 
versity of Michigan to cast his 
lot with the shoemakers in 
Auburn. Starting at the bottom 
with Lunn and Sweet he steadily 
absorbed the art of making fine 
turn shoes. After time out for 
military service he returned to 
the industry and shortly there- 
after joined Ault- Williamson, 
rising to Vice President. In 1926 
he formed the H. G. Lumbard 
Company. But the tide was against turn shoes, so he 
switched to Littleway and Cement shoes. In 1938 he 
joined forces with Carlisle V. Watson to form the 
Lumbard-Watson Company. 

Whatever type of shoe he was making Henry 
Lumbard always strove to incorporate the flexibility 
of the turn shoe with the comfort of the two-sole con- 
struction. Reasoning that if a thin flexible outsole is 
secured toa thin flexible insole, the resulting sole 
structure is relatively inflexible because the insole bind 
against the outsole when the latter is flexed, opposes 
effective resistance to the action of the outsole. If, 
however, the insoles are slashed through and through 
with some slashes intersecting the outer edges and then 














expanded, before securing to the outsole, flexibility of 
the outsole unit would then be appreciably increased 
because there would be space into which the insole 
might go on flexing. 

Out of this analysis finally emerged the “Lumflex” 
insole,—a process applicable to every type of shoe 
construction. Not only were his shoes more flexible but 
the frictionless rolling tread added months of extra 
wear to the outsole. So correct was his invention, so 
sound his method, that out of four million shoes not 
a single one has been returned because of failure of 
this construction. Shoemaker, inventor, craftsman 
supreme,—Henry Lumbard is one of the Men Who 
Know Shoemaking Best. 
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Now he’s in business with. . . 
Uncle Sam! 











NYAS. Hare and there across the nation 
these lads who gave intelligent ser- 








vice at the fitting stools are joining 
<> up for the BIGGER JOB of keeping 
our national “foot stool” safe. Our high hopes attend 
them and our prayers go with them. 


We of the production line are proud of our assign- 
ment to produce taps . . and more taps . . for field 
service shoes. These stand the gaff longer with 
CORD-ON-END composition taps. They give a 
surer “stance” for accurate shooting; for there must be 


nothing less than a “‘sure-footed’’ Victory! 


The original ‘‘cord-on-end”’ construction of 
GRO-CORD, RAW-CORD, NEO-CORD and 
CRAFT-CORD soles and heels has been famous for 
wear value and protection against slipping hazards 


for twenty-two years. 


LIMA CORD SOLE & HEEL CO., LIMA, OHIO 
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Shoe Industry Faces Facts 
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pairs of shoes, the need for shoe rationing may seem 
rather far fetched. Yet the fact is that whenever sup- 
plies of any commodity fall below a level which will 
satisfy all the demand, there is hardly any other solution 
than a rationing system. It would be idle speculation to 
guess whether and when shoe rationing might have to 
be employed. Circumstances may dictate that it be done 
sooner rather than later, not only in order to conserve 
supplies, but also to compel consumers to use their 
invisible stocks or closet inventories.” 

L. E. Langston, executive vice-president of the Na- 
tional Shoe Retailers Association, who presided as gen- 
eral chairman at the opening session on Monday morn- 
ing, introduced as the first speaker President Harold 
Volk, of the National Shoe Retailers Association, who 
dealt very frankly not only with the responsibilities of 
the shoe industry in the war emergency but also with 
the question of conventions and style shows. 

“How are we retailers going to help our producers 
accommodate themselves to such pressing problems as 
production personnel, the shortage of sole leather and 
miscellaneous supplies such as rubber cement, the spec- 
ter of increasing transportation difficulties?” asked Mr. 
Volk. 

“What I propose is reversion to former custom. 
Years ago, our year had two seasons—Spring and Fall. 
When my father broke me in the shoe business, we went 
to market twice a year, spent several weeks there, and 
the shoes we selected were for a six months’ period. 
There were more sizes bought on fewer numbers, and 
we didn’t have to have elastic budgets to accommodate 
each red hot style of the week. We also had not become 
so well educated on the subject of mark-downs. 


“LET us have two important meetings each year, where 
the entire industry will gather, thereby creating a mar- 
ket. These meetings must be early enough to permit 
both tanner and manufacturer much more time than 
formerly in the delivery of their products. Fortunately 
the National Shoe Fair this year comes in November. 
Next year it may have to come even a little earlier, and 
the Spring meeting be moved up correspondingly. Most 
manufacturers could obtain from important accounts 
substantial orders on staple merchandise in advance of 
the market. Manufacturers would customarily repeat on 
basic shells using seasonable materials. Unnecessary 
changes in lasts and dies would be avoided. At these 
-big meetings, however, the fashion picture would be 
- definitely crystallized, and retailers could begin then to 
place their season’s requirements with confidence. All 
of this means reduction in volume—but we face that 
anyway, and it is our duty as an industry to get the 
very best results from the materials and labor available. 

“Let me sum up the reasons why our industry needs 
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these n .ional meetings. Such a meeting serves three 
distinct purposes: 

“(1) It provides the most all-embracing market. 

“(2) It disseminates timely information through the 
general meetings, educational services and the exchange 
of ideas between merchants and manufacturers. 

“(3) It provides funds necessary to the complete 
functioning of both the manufacturers’ and the retail- 
ers’ associations throughout the rest of the year. 

“Without the work of these associations—without, 
for instance, such meetings as this, our industry would 
have no guiding force to bring it to the peak of its 
collective effort during this time of trial. And, ladies 
and gentlemen, our industry is on trial. Onr whole sys- 
tem of living is on trial. Let us willingly accept the 
responsibility of developing an intelligently coordinated 
plan whereby our industry may do its part toward the 
preservation of our civilization.” 


CHAIRMAN of the Board, Bonwit Teller’s, and National 
Co-Chairman of the Speakers’ Committee of the Retail 
Advisory Committee to the U. S. Treasury Mrs. Hor- 
tense M. Odlum spoke next. In a short but fervid ad- 
dress, Mrs. Odlum appealed to the patriotism of the 
merchants of the country. It is the merchants’ job to 
educate the public opinion for an all out war effort, 
according to the speaker. Merchants who are taking 
this opportunity to “feather their own nests” and 
unions who are fighting for the 40-hour week and other 
privileges while the armed forces are serving night and 
day at the risk of their lives, for $21 a month, were 
scored heavily by Mrs. Odlum. Her straightforward, 
moving appeal was applauded with great enthusiasm. 

Morris L. Chandross, of the Office of Price Admin- 
istration, spoke briefly, emphasizing the desirability. of 
confining shoe production to utility types. 

“Fashion on the New Footiig” was the topic of the 
talk and fashion presentation by Miss Eleanor Scully, 
Shoe and Accessories Editor of Vogue Magazine. Be- 
fore the showing of the models, Miss Scully spoke, in 
part, as follows: “The most important thing any of us 
can get out of this coming together is to realize that 
there is a way to comply with priorities and the growing 
government restrictions and still do a good fashion job. 
. . « If the first law of conservation is to use availables, 
let ug then, by all means; see what we have on hand. . . . 
What we've done in peace time in the past, and what 
we'll do again in peace time in the future, has nothing 
to do with what we must do now. . . . We must not try 
too hard to match things too carefully... . There are 
two things to think about here: One . . . the simpler the 
clothes the more important the accessories . . . and what 
are shoes if not the most fundamental of accessories? 

[TURN TO PAGE 40, PLEASE] 
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UNITED SHOE MACHINERY CORPORATION 


SOSTON, MASSACHUSETTS 
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Shoes for Women on the Home Front 


[CONTINUED FROM PAGE 21] 


They include all the women working in 
offices, in store, in hotels, in their own 
homes. Many of them are women keep- 
ing on with their regular jobs in offices 
and in their own homes. Many of them, 
however, are women who are leaving 
private life to go into some kind of paid 
work where they will replace men. 
Others are women who are moving out 
of one kind of paid job into another 
kind formerly held by a man. Changes 
of all sorts are taking place and the 
trend is always to more women in more 
kinds of jobs. We see these changes in 
hotels which formerly employed all men 
or boys as elevator operators. We see 
the new scheme of things in the mes- 
senger girls who deliver our telegrams 
and parcels. We see its influence in an 
organization where perhaps only one 
man has been taken into the services. 
Another man in the company may take 
his place, but his job may, in turn, go 
to a woman. And so the story goes. 
Soon, we shall probably see women taxi 
and bus drivers and conductors. A 
greatly increased need for women office 
workers is also being felt in factories 
and in government offices. 


Last, But Not Least, the Housewife 


And finally there is the typical house- 
wife, doing her job in her own home, 
keeping her family comfortably clothed 
and well-nourished with rising prices, 
increasing shortages of commodities 
and of houseworkers for whole or part 
time work. This is the woman who does 
a silent, usually unnoticed, patriotic job 
which is just as important as that of 
the biggest executive on a war work 
committee or the most efficient factory 
worker. This is the woman who has 
always been one of your best year-in- 
year-out customers, buying carefully 
but consistently year after year for 
herself and her two or three children. 
This is the Mrs. Typical Customer se- 
lected each year by the National Retail 
Dry Goods Association. 


Shoes for the Job 


Taking them altogether—these office 
workers, business and professional 
women, messenger and elevator girls, 
housewives, etc.—they are a very big 
group and a very important one. They 
are important to you as dependable cus- 
tomers who stand in special need at this 
time of the most comfortable, best-fitted 
shoes on the market. You will want to 
give your best thought and attention to 
fitting these women with the best shoes 
for their important jobs. Never before 
has the average woman stood in greater 
need of your intelligent cooperation. 
Never before has she had such need for 
soft, supple,cool, well-fitted shoes; many 
of them with comfort features, all of 
them with low heels, broad treads and 
good support. If, in addition, you can 
dramatize these shoes, so much the bet- 
ter. If you can make your customer feel 
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thousands of women se 
Home Front. 


Louis A. Leopold 


New York—Louis A. Leopold, 51, of 
Benenati, Inc., New York manufac- 
turers of bench-made shoes for women, 
died suddenly at his home on March 14. 
His death brings to an end a long 
career in the shoe industry in which he 
was prominent for over 30 years. 

Prior to his association with Bene- 
nati, Inc., Mr. Leopold was for five 
years general manager of the Physical 
Culture division of the Selby Shoe 
Company. Previously he was president 
of the Coward Shoe Company, the Leo- 
pold Shoe Co. and the Bender Shoe Co. 
He was also formerly a director of the 
Lane Bryant Co. 

Surviving are his mother and father, 
his widow, three sons, a daughter and 
two grand-daughters. 


Low Heels a ““Must”’ 


[CONTINUED FROM PAGE 23] 


The problem of work dresses for 
women was solved when the North 
American company decided upon uni- 
form blue slack suits for them. The 
feminine touch of individuality is never- 
theless evident, because bright sweaters 
are worn beneath the blue jackets, and 
the matching ribbons and handkerchiefs 
bespeak the fact that girls will be girls. 
Required shoes are closed toe patterns, 
with low heels a must. Consequently 
many of the sturdy play, leisure and 
sport types are seen all over the plant. 
Shoes are practical, with the girls earn- 
ing sufficient money to satisfy their 
whims for good-looking, good-fitting and 
good-quality footwear. Foot health is 
coming to be recognized as a vital fac- 
tor in the success of the national defense 
effort. 

The majority of the women hired are 
unmarried, although North American 
is giving preference to women whose 
husbands are in the military forces of 
the United States. A few of them have 
gone to defense schools to prepare them- 
selves for their work, but for the most 
part they are being taught their jobs 
by the company’s “in-plant” program 
of training. 

The woman holding perhaps the most 
unique job of all is Elfie Hendricks who 
operates an engraving machine at the 
Inglewood plant. 














SUCCEEDING IN A 
BIG WAY 


Mr. H. A. Benson 


HEALTH SPOT SHOE SHOP 
232 CLEVELAND AVE., N. W. 
CANTON, OHIO 


Full credit for the steadily grow- 
ing volume in the Canton Health 
Spot Shoe Shop, is due Mr. Ben- 
son for his efforts, his ability 
and his enthusiasm. 


By putting to good use the 
knowledge and experience 
gained from many years in the 
shoe business, he has been able 
to establish himself as a success- 


ful Health Spot Shoe Shop 
operator. 


What he thinks of the whole 
proposition, is borne out by his 
statement that “if the operator 
has the ability and knowledge of 
fitting feet, he can draw some 
nice checks each month along 
with his regular salary.” 


This is true in Health Spot 
Shoe Shops all over the country 
where the operators recognize 
the grand opportunity they have 
to better their income thru 
their own personal effort. 


NO INVESTMENT REQUIRED 


There are opportunities open 
for good men to operate Health 
Spot Shoe Shops, and capitalize 
on their ability under a plan 
that pays a regular salary and 
a liberal share of the profits. 


Write for an application blank 
today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











AT BAKER’S SHOE STORE 
IN 


PITTSBURGH, PA. 


“ls 
MOHAWK 


Mr. B. M. Lazorus, Manager 
of BAKER'S in Pittsburgh. 





AT BAKER’S SHOE STORE 
IN 


PUEBLO, COLO. 
ils 
MOHAWK 


Mr. John M. Murphy, Mana- 
ger of BAKER'S in Pueblo. 





Shoe Industry Faces 
The Facts 


[CONTINUED FROM PAGE 37] 


This means possible curtailment of the number of shoe 
patterns and silhouettes. . . . We must keep ourselves 
very flexible, and keep our fashion picture free and 
flexible, too. To do this, we'll need taste and fashion 
knowledge. . . . We must turn our energies to the best 
use of what comes our way. . . . We must be prepared 
to deal with variety. .. . We must teach customers to be 
more selective, we must teach them to appreciate quality 
as the only true economy. We must teach them how to 
buy, for instance, a shoe wardrobe. . . . Customer edu- 
cation now is a post war investment.” 

In a showing of five models, Miss Scully presented a 
basic country suit, “dressed down” with country type 
accessories, “dressed up” with town accessories; a town 
suit with two skirts, one block to match the jacket, the 
other in a contrast color; a black afternoon dress, 
dressed down for office wear and dressed up with dif- 
ferent accessories for afternoon affairs, cocktail parties 
and dining; a slacks costume, with the idea stressed 
that slacks should only be worn by the slim figure and 
should be beautifully tailored; a simple black sheath 
evening dress. Interchange of accessories between this 
costume and the black afternoon dress showed other 
possibilities of radical changes in a basic costume by the 
use of different accessories. Other points stressed by 
Miss Scully were the growing vogue for pale colors . . 
requiring less dye chemicals . . . for undyed fabrics, 
yarns and furs, the “coarse look,” illustrated by the 
white cotton sweater, ribbed cotton mesh gloves, 
ribbed ¢otton mesh stockings worn with the country 
suit. (A fuller account of the costumes shown will 
appear in our April 4th issue.) 


Double Soles Out for Duration, 
WPB Rules 


Wasuincton, D. C.—Just prior to his resignation as 
Chief of the Textile Branch of the War Production 
Board, R. R. Guthrie asked shoe manufacturers not to 
include the heavy brogue type shoe using double soles 
in their lines now being brought out for late Summer 
and early Fall selling. 

“The practice of using two full soles or of adding a 
half double sole in order to create the thick edge appear- 
ance on men’s dress shoes seems an excessive use of 
sole leather in times like these,” Mr. Guthrie said. “Sole 
leather of heavy thickness is in great demand by the 
military services and, therefore, increase the urgency 
for the fullest possible conservation of the use of sole 
leather in men’s civilian dress shoes. 

“T see no logical reason for styling shoes now to con- 
sume more sole leather than necessary. The time has 
come to conserve our sole leather to make it go farther.” 
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HELP KEEP THEM ON THEIR 


OCCUPATIONAL FOOT TROUBLES** 
A SERIOUS PROBLEM IN VICTORY 
EFFICIENCY! 


MERICA’S “all-out” Victory-production program 

is calling back into the ranks of workers millions 

of men and women who have been more or less inac- 

tive for years. Forced to work long hours, the stress 

and strain of standing and walking soon tells on their 

feet. Result is it slows them up and—in many cases— 
forces them to quit. 


THIS IS WHERE YOU COME IN! 


As a consequence of the widespread prevalence 

of Occupational Foot Troubles, the demand for Dr. Scholl’s Foot 
Comfort Remedies, Appliances and Arch Supports is breaking all 
records. Never has the need for relief been as acute and as great. 
Never has the means to satisfy the needs for relief been made as 
easy for the masses in the past 15 years. Never has it been more 
important to you to cater to this demand. 
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Pedo-graph the feet of these customers. Seven times in ten you will 
find it is a case of weak or fallen arches, due to weakened muscles 
and ligaments in the feet and legs. It causes that tired, aching feel- 
ing; often rheumatic-like foot and leg pains; excessive fatigue; sore 
heels, etc. These symptoms are frequently accompanied by corns, 
callouses, or bunions—all related to fallen arch. 


Fitting Dr. Scholl’s FOOT-EAZER is usually indicated for these foot 
sufferers, supplemented by Dr. Scholl’s FOOT BALM and Dr. 
Scholl’s FOOT POWDER, as additional aids to soothe and ease 
the feet. And Dr. Scholl’s ZINO-PADS, of course, if corns, cal- 
louses or bunions are present. These are easy, quick sales to make 
and yield you a fine profit. Never in the past 15 years have we adver- 
tised Dr. Scholl’s Aids for the Feet as we are advertising them 
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LARGEST-SELLING 
ARCH SUPPORT 
IN THE WORLD! 


now. Alert dealers are cashing in on the flood it is bringing. 

Are you? Now is the time! 

IMPORTANT: If you are not amply stocked with Dr. 
Scholl’s Arch Supports, order at once. 


THE SCHOLL MFG. CO.., Inc. 


Lorgest Institution in the World Devoted Exclusively to Foot Care 


213 W. Schiller St., Chicago 62 W. 14th St., New York 
*Trade Mark Reg. U.S. Pat. Off. ** Copyright 1942, The Scholl Mfg. Co., Inc. 
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FOOT COMFORT REMEDIES, 
APPLIANCES and ARCH SUPPORTS 









Shoes made over UNITED LASTS 
enjoy the quality of FITNESS and 
FIT. Our years of effort to produce 
and grade lasts with uniformity and 


FITZ BROS. CO. 
Auburn, Maine 


UNITED LAST CO. 


precision have been rewarded with 


Mass. 


a reputation for making the best 
T. W. GARDINER CO. 


Lawrence, Mass. 


STEWART & POTTER CO. 
Brooklyn, N. Y. 


EMPIRE LAST WORKS 
Rochester, N. Y. 


Sh EE 


KRENTLER BROS. CO. 
Milwaukee, Wis. 


UNITED LAST CO. LTD. 


fitting lasts in all sizes and widths 


in the history of the industry. 


MARBRIDGE BLDG 
N. YS Gale Montreal, P. Q. 


UNITED LAST COMPANY 
if. 0 ae asts 


140 FEDERAL STREET - BOSTON, MASSACHUSETTS 
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Record Attendance at Fall Leather Show 





N.S.R.A. Style Conference Sessions Also Attract Unusual 
Numbers, with Interest Focused on Wartime 


Restrictions and Their Effects 


New York—Effects of governmental 
restriction in the use of leather and 
other shoemaking materials, made 
necessary by the requirements of the 
armed services in wartime, naturally 
dominated the style discussions held 
Monday and Tuesday of this week at 
the Waldorf-Astoria, New York where 
the trade gathe for the N.S.R.A. 
Style Conference afd the Fall Leather 
Show of the Tanners Council. The 
various meetings attracted an unusu- 
ally large attendance, due no doubt to 
the interest of retailers, manufacturers 
and the trade in general in these ex- 
traordinary developments, which prom- 
ise to have such a vital influence on the 
industry’s future. 

While the tanners were restricted in 
their showings by the rather limited 
list of Fall leather colors worked out 
recently with Washington’s approval 
and the co-operation of the Textile 
Color Card Association, they have un- 
questionably made the best possible use 
of the resources at their disposal, with 
the result that the Fall leathers leave 
nothing to be desired in the way of 
attractiveness or fashion appeal. The 
tanners were particularly pleased with 
the large attendance and the evidence 
of interest and approval on the part of 
shoe men. 

The Men’s Style Committee meeting, 
held in the Jade Room on Monday after- 
noon, had one of the largest and most- 
representative gatherings it has ever 
had. George B. Hess, chairman, insti- 
tuted a new method of procedure for 
the meeting, terming it a “discussional 
forum.” He appointed a jury of manu- 
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facturers and retailers to answer ques- 
tions from the floor. However, before 
the meeting got under way, Mr. Hess 
called on Merrill A. Watson, of the 
Tanners’ Council, to review his talk of 
the morning in which he gave the out- 
look on the leather situation, so as to 
give the gathering a clearer picture of 
the effects of the war on the question 
of supplies. It was felt that this would 
give the committee more of an actual 
working basis on which to plan. 


Leather Supply Situation 


Mr. Watson reiterated that the ma- 
terials situation was a gradually wor- 
sening one. With shipping space at a 
premium, the shipment of hides from 
South America, Africa and the East 
has been curtailed to some extent, giv- 
ing way to more necessary and strate- 
gic war materials. This condition will 
be worse before it gets better and it 
may even come to the point where the 
United States can only depend on its 
domestic production. 

Naturally the needs of the military 
services comes first and with the army 
plans calling for 45 million shoes in 
1942 (even this figure may be con- 
siderably increased soon) the supply of 
leather, both upper and bottom stock, 
for civilian use will be considerably 
curtailed. 

A. J. Spring, of the Shoe and Leather 
Section of the WPB, read a request 
from the WPB asking shoe manufac- 
turers to conserve in any way possible 
the materials going into men’s shoes. 
This met with promises of cooperation 

[TURN TO PAGE 52, PLEASE] 
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WPB Order Restricts 
Shoe Machinery Distribution 


WASHINGTON, D. C.—WPB has pro- 
hibited manufacturers of shoe machin- 
ery, leather working machinery and 
tanning machinery from accepting or 
filling any orders except those bearing 
an A-9 or higher preference rating. A 
formal order governing distribution of 
these types of machinery is being pre- 
pared. Meanwhile, Director of Indus- 
try Operations J. S. Knowlson, in a 
telegram sent to manufacturers on 
March 16, forbade acceptance of further 
orders except those rated A-9 or better. 

Orders now on manufacturers’ books 
which fall below the A-9 classification 
may be filled only upon specific WPB 
authorization: The restrictions do not 
apply to deliveries and acceptance of 
orders for repair or maintenance parts. 

The production facilities of the shoe 
machinery, leather working machinery 
and tanning machinery industries, Mr. 
Knowlson said, are needed for the pro- 
duction of ordnance. 

“Shipments of machinery on low 
ratings or without ratings must be halt- 
ed in order to facilitate war work,” he 
added. “There is ample machinery for 
the ordinary production of shoes, leath- 
er and leather products. Further ex- 
pansion, if any, of these industries will 
be regulated by requiring machinery 
manufacturers to fill only rated orders 
having a direct relation to war and es- 
sentian civilian requirements.” 


Shoe Store Redecorated 


ASHEVILLE, N. C. — Pollock’s Family 
Shoe Store, here, is ready for the 
Spring trade with a new recessed store 
front, new furniture and appointments 
and a new decorative scheme through- 
out. The store, which is managed by 
Carl Rhinehardt, was established in 
Asheville thirty years ago and carries 
a complete stock of shoes for the family. 
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MILWAUKEE 


A nation at war 
needs feet that are 
fit... not only in the fight- 
ing forces, but on the home 
front, too. This year, Na- 
tional Foot Health Week 
is a project of vital im- 
portance. It’s an oppor- 
tunity to sell the value of 
Foot Health to the millions 
of workers in the arsenal 
of democracy. 


Join fellow-merchants in 
the all-out promotion of 
National Foot Health 
Week. . . and install an X- 
Ray in your store to doa 
better job of “fitting shoes 
to keep feet fit.” It con- 
vinces customers that 
you'll help to Keep ‘em 
Stepping on the 

March toVictory! 


Order NOW For 
April Delivery ... 


Inaugurate your X-Ray Fittin 
—— during Foot Health 


‘ee er your X-Ray Shoe 
Fitter NOW to get it in time. 
.-x-t-e-n-d-e-d Payment Terms! 


SHOE FITTER Jac. 


3533 NORTH PALMER STREET 


. WISCONSIN 











HARVEY B. EVANS 


WAKEFIELD, Mass.— At the annual 
meeting of stockholders of L. B. Evans’ 
Son Company, held this week, Harvey 
B. Evans was elected president and his 
brother, George J. Evans, was elected 
treasurer. Other officers elected are 
Wilfred R. Shrigley, vice-president; 
Percival B. Evans, chairman of the 
board. Malcolm T. Evans, who is in 
charge of the accounting department, 
was elected a director. 

Arthur L. Evans, who continues as 


GEORGE J. EVANS 


general manager of the factory, reports 
that the company is running at capacity 
and is extremely busy with large ad- 
vance orders placed in anticipation of 
a big Christmas season. The Evans 
Company was founded by Lucius Bolles 
Evans over 100 years ago, and today is 
the largest manufacturer of men’s slip- 
pers in the country. Its nationally ad- 
vertised product is sold in every impor- 
tant town and city. 





Arthur Sbicca Gets 
Petty Officer’s Rating 


PHILADELPHIA, Pa.—Arthur = Sbicca, 
secretary-treasurer, of Sbicca, Inc., 
makers of women’s Sbicca Process 
shoes and son of the originator of the 
process as “well as president of the 
manufacturing company, enlisted in the 
Naval Reserve on February 2. He was 
called to active duty, reporting at New- 
port, R. 1., where he was given a rat- 
ing of petty officer, second class on 
March 14. 


Boys’ Shoe Catalog Issued 


PHILADELPHIA—The catalog of shoes 
for Spring and Summer, 1942, issued 
by Gerberich-Payne Shoe Co., of Mt. 
Joy, Pa., is just off the press. Like all 
of its predecessors it is both attractive 
in appearance and comprehensive in 
content. All of the shoes carried in stock 
are individually illustrated in color on 
a background of Springtime blue. 

In addition to the regular lines of 
Gerberich shoes, the catalog contains 
sections devoted to the specialties, in- 
cluding Official Boy Scout Shoes, Arch 
Preserver shoes for boys and Stride 
Rite shoes for boys. Outside of some 
reservations, dealing with the use of 
black rubber soles on certain numbers 
after present supplies of brown or red 
soles are exhausted, the lines shown 
are likely to be available throughout 
the selling period. 


OPA and WPB Information 


Available on Request 


New York—Official texts of over 600 
OPA and WPB price schedules, limita- 
tion orders, allocation rulings, prefer- 
ence ratings, amendments and interpre- 
tations have just been made available 
by the N. Y. Journal of Commerce for 
distribution among the nation’s mer- 
chants and manufacturers. A Price and 
Priority Index of all existing govern- 
ment regulations covering a wide prod- 
uct range from acetone to zinc has been 
compiled for handy reference purposes. 

OPA price schedules were inau- 
gurated in the machine tool industry 
over a year ago and are now in éffect 
on well over a hundred products. “M” 
orders regulating the flow of materials 
came along shortly afterward and re- 
main in effect despite the abolishing of 
the OPM. Limitation orders restrict- 
ing the output of manufactured goods 
were first applied on motor trucks in 
August of last year. Adjustment to a 
wartime economy hit its peak in mid- 
February when as many as 18 different 
orders were issued by the various gov- 
ernment agencies on a single business 
day. 

Individual texts as published in the 
columns of the Journal of Commerce 
are still available in single copies or 
bulk quantities. Copies of the complete 
index may be had without charge by 
addressing the New York Journal of 
Commerce at 63 Park Row, New York. 
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KEENE, WN. Ht. 





Innersoles 


NEWFLEX 


Play the pigs 
and not the nags, 
You'll have more money 
in the bags. 
EDGAR S. KIEFER TAN 


NG 
TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. ¢ BOSTON, 42 LINCOLN ST. 


PIGSKIN 


INNERSOLES COUNTERS WELTING 


Bowling Shoes 


and OXFORDS 
up No. 734L Wes. Ox. 1.90 
No. 73: 


1 90) sowiine suoss 


Men’s Ox. 2.00 

No. 731X Men's Hi. 2.10 

- 15 Additional Styles 

in Stock. All reg. 
combination soles. 


SEND FOR 
CATALOG 


ARNOFF SHOE CO., INC., 101 Duane St.,N.Y.C. 











New Store Features 
Recessed Shelving 


Aucusta, GA.—The new Marilyn 
Shoe Salon, at 854 Broadway, was 
formally opened recently. The store is 
harmoniously decorated in yellow and 
blue, with fluorescent lighting. An un- 
usual feature is recessed shelving with 
sliding panels concealing all stock from 
the public except that put especially on 
display. Samuel J. Michael, formerly 
of Richmond, Va., is manager of the 
store, and Julius Durden, of Augusta, 
is assistant manager. 


4% 


Shoe Store on a 
“California Junket”’ 


Los ANGELES, CAL.—Several months 
ago Gude’s transformed their fourth 
floor stock room into a sportswear shop 
for women. To present their Spring 
collection of “Clothes in the California 
Manner,” this family shoe store sent 
out fashion show invitations in the form 
of railroad tickets for a “California 
Junket.” 


Faie Joyce, designer of all shoes for the 
showing, talks over a display with Bill 
Gude, younger member of one of our 
well known father-and-son teams. Bill 
has charge of the main floor shoe salon 
where the leisure shoes have their own 
separate department in the Gude Shoe 
Store. 


A sparkling collection of resort and 
travel wear was shown with matching 
Joyce shoes, bags and belts. During 
the intermission the film titled “Cali- 
fornia Junket” was shown. This film 
took the audience to all parts of the 
state, the large cities, the missigns and 
the ghost towns. From all these famed 
points of interest came the inspiration 
for the clothes and shoes. 

Highlights of the showing were pastel 
wool suits with harmonizing plaid top- 
coats, butterfly and flower-printed 
dresses and, of course, the famous Cali- 
fornia man-tailored slacks. These were 
particularly striking in black, although 
brilliant color was rampant throughout 
the rest of the show. 

Mary Thacker acted as mistress of 
ceremcnies. 


Revolving Display Fixture 


NEW ORLEANS, LA.— The women’s 
shoe department of Graff’s department 
store, here, has solved a tough display 
problem through use of a revolving fix- 
ture which accommodates 88 pairs of 
shoes in a space 3 x 3 feet. Finding 
that only that much room was possible 
in the store window, a circular fixture 
resembling a honeycomb was built. 
turning slowly with an electric motor 
three times a minute. 


SPRING was made for 
Children to Play 


Order 
#742—White Elk 
2740—Patent 


Leather 
in-Stock Sizes 2-9 


Do your part in fitting ELAM 
shoes of consistent quality and 
fitting values. Your turn-over will 
increase and your profits as well. 


Write for ELAM booklet. 


We ship from distributive center 
nearest your city or town. 


F. S. ELAM SHOE CO. 


1500 CLINTON AVENUE, NORTH 
ROCHESTER, NEW YORK 








Enthusiastic Preparation for 
Southwest Show 


DALLAS, TEX. — The Southwestern 
Fall Style Shoe Show will be held at 
the Adolphus Hotel May 17, 18, 19 and 
20, according to W. T. Mitchell, who 
was in Dallas recently, working on ar- 
rangements. 

Since the Shoe and Leather Division 
of the War Production Board has not 
frowned on these shows, the Southwest- 
ern Shoe Travelers are planning the 
show with more than usual enthusiasm. 
Because salesmen are unable to buy 
ears or tires, it is essential that these 
shows be held to give the merchants 
an opportunity to come to such centers 
to purchase Fall shoes, so that they can 
get early delivery, said Mr. Mitchell. 

While transportation is a big factor 
in selling shoes, not many shoe men 
have been taken off the road. Approx- 
imately 75 per cent of the shoe sales- 
men travel by car. Traveling men are 
doubling up—and at times three or 
four go in one car for the purpose of 
conserving their cars and tires. Many 
are making the long jumps by bus or 
train and the short trips in their cars. 
But car or no car, tires or no tires, The 
Southwestern Fall Style Shoe Show is 
going to be a big meeting, it is antic- 
ipated. 
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Fifth Avenue and 
Thereabouts 
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only in their service types, but in other 
styles as well. Heels are definitely 
down, and it is generally conceded that 
they will remain low, for a while at 
least. 

Suit shoes have sold like wildfire this 
season, because of the big suit year 
experienced by apparel stores. Fore- 
most among the shoes sold for this pur- 
pose is the colored shoe. Red has caught 
the imagination of the public, and red 
shoes are among the best sellers in 
most stores. Franklin Simon reported 


excellent sales on red shoes, explaining 


that the vogue for red was part of the 
general trend to bright color; Frank 
Brothers has devoted a window to red 
shoes for some time, showing several 
types suitable for wear with suits. 
Arnold Constable also devoted a win- 
dow to this color; Oppenheim Collins 
has been featuring “Ridinghood Red”; 
Altman promoted red shoes and bags. 

Green has been promoted by some of 
the department stores, with McCreery 
sponsoring “Malachite Green” and Macy 
featuring “Lucky Green.” This color 
has been featured in merchandise 
throughout the store. 

Tans and browns are tops in all 
types. Many carry a light coat of an- 
tique; a few are not antiqued. Some 
of the high style stores are pushing 
chocolate shades; Saks Fifth Avenue, 
“Chocolate Malted”; Bonwit Teller, 
“Brown Derby.” 

Blue have sold well, and it is the 
opinion of several retailers that this 
color is a standard shade for Spring; 
Altman advertised navy shoes recently; 
blue has had good acceptance at Frank- 
lin Simon, Hanan, Walk-Over. 

Calfskin leads in leathers, particular- 
ly in smooth, polished versions. Many 
of the stores have been featuring rep- 
tiles—Jay Thorpe with polished croco- 
dile in various colors; Saks 34th Street 
with frogskin in shoes with bags to 
match; Andrew Geller with “Rham- 
godies” which they featured in an at- 
tractive window recently. 

Nailhead trim was cited as extremely 
good. Franklin Simon did a satisfac- 
tory job on nailhead studded shoes; 
Walk-Over had an open sandalized shoe 
with nailhead trim which sold well for 
wear with suits; I. Miller featured nail- 
head trimmed pumps for this purpose. 

The third S—Slacks Shoes—was a 
big item in all stores. Slacks have been 
growing in popularity for the past few 
years, now, with women studying First 
Aid, and having to lie on the floor while 
practicing artificial respiration, etc., 
slacks sales have zoomed, and slacks 
shoes have kept pace with them. The 
Norwegian moccasin leads the field in 
this classification—all the stores have 
them; Hanan has a particularly attrac- 
tive hand-made moccasin in antiqued 
red and in antiqued tan, soft as a slip- 
per, which has enjeyed.much popularity 
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for this purpose. One shoe man had an 
interesting story to tell about his ex- 
perience with the Norwegian moccasin. 
This shoe, without the “kickoff” (seam 
at the back, giving the shoe a hand- 
sewn look) did not sell. When he re- 
placed it with a similar shoe with the 
kickoff, it literally walked out of the 
store. The customers, it seems, wanted 
an air of authenticity about their moc- 
casins, and this authenticity was con- 
tained in the kickoff. The buckled monk 
in soft, casual versions has been im- 
portant as a slacks shoe, as well as other 
low-heeled, casuai types. 

Provided they can get deliveries, the 


New York shoe men expect this to be 
an extraordinarily good season. The 
delivery question, however, is a prob- 
lem which is not easily solved. As one 
shoe man explained, it seems likely that 
we may have to go back to the old style 
of merchandising—-selling the customer 
what the store wants to sell, rather 
than, as in recent times, what she wants 
to buy. It would mean stocking up at 
the beginning of the season for the en- 
tire season—and it would mean also the 
possibility of heavy markdowns on the 
shoes which the customer refuses. It’s 
a knotty problem and one which needs 
much foresight in the handling. 
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Sees Strong Stimulus to 
Latin American Trade 


New YorK—The Custom House 
Guide, 1942 edition, in its 80th year, 
is now being distributed. In announc- 
ing this new edition, John F. Budd, 
publisher, stated: “The new edition ap- 
pears at a time when world-shaking 
events, climaxed at Pearl Harbor and 
the Japanese advances in the Far East, 
while disrupting many channels of For- 
eign Trade has but served to stress the 
vital need for accurate up-to-the-minute 
information.” Mr. Budd went on to 
say: 

“Foreign trade, far from being 
dormant, has assumed a new and potent 
function in the economic as well as 
military strategy of the whole anti- 
axis world. United States foreign pol- 
icy in the Americas, built around the 
“Good Neighbor Policy,” is fostering 
tremendous Latin-American trade ac- 
tivity. Lend-Lease aid to the United 
Nations, soon to be handled by Amer- 
ican Freight Forwarders, likewise is 
playing a dynamic role.” 

The annual Guide is supplemented 
monthly by the American Import & 
Export Bulletin, a publication of some 
48 pages, which, in addition to keeping 
the Annual revised to date, assures 
subscribers a complete “Import-Export 
Information Service” covering the lat- 
est Laws, Regulations, Decisions, Rul- 
ings, Export and Import Control Re- 
quirements, Reciprocal Trade Agree- 
ments, etc., affeeting-foreign -trade- 
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Pacific Northwest Officers Elected 


The new officers of the Pacific Northwest Shoe Travelers as elected at their last 

meeting are, left to right: K. W. Williams, Weyenberg Shoe Manufacturing Co., 

secretary; Floyd Wisherd, The Broan Shoe Co., treasurer; Ed. C. Hanna, Crosby 

Square Shoes, vice-president, and George Mettier, Florsheim Shoe Co., president. 

The entire membership of the travelers is cooperating with the Pacific Northwest 

Shoe Retailers in working for a great shoe convention which will be held in 
Portiand in June. 





Volume Opening to Be 
One Week Earlier 


New YorK—At the request of vol- 
ume shoe buyers from coast-to-coast, 
the Shoe Manufacturers Fall Opening 
will be held at the Hotel New Yorker, 
May 3, 4, 5 and 6, instead of May 10-13, 
inclusive. 

In line with Manager Eugene A. 
Richardson’s announcement that this 
show would cooperate and run on the 
same days as the Quality Group and 
the St. Louis Manufacturers shows, a 
flood of requests for room reservations 
has come from shoe buyers. Among 
some of the most important group 
buyers who have made reservations at 
the New Yorker are: The Schiff Co., 
The National Dept. Stores, The May 
Stores, The P. Karl Co., Graham-Brown 
Shoe Co., Brasley-Cole Co., Goldblatt’s, 
Inc., The Edwards Stores, J. C. Penney 
Co., Block’s Shoe Stores, and many 
others. 

The New Yorker has released every 
available room for this show and over 
1000 shoe people will be at this hotel 
when the Fall Shoe Season opens in 
New York. 


To Conserve Outsole 


And Insole Leather 


WASHINGTON, D. C.—The Director 
of Industry Operations of the WPB has 
filed a general preference order to 
conserve the supply and direct the dis- 
tribution of outsole and insole leather. 
This order went into effect March 12. 

The purpose of this order is to pro- 
vide a free flow of military weight and 
quality outsoles and insoles to manu- 
facturers of military footwear. A fur- 
ther purpose is to accumulate a sur- 
plus of outsoles and insoles of military 
weight and quality to amply provide 


the makers of military footwear with 
supplies. 

By reserving 80% of all outsoles and 
insoles of military weight and quality 
from all “Whole Stock,” enough out- 
soles and insoles of military weight and 
quality will be available to produce 
the present needs of the armed ser- 
vices, with some surpluses accruing. 
It is intended that these surpluses be 
(1) spread around, by the resale from 
one cutter or shoe manufacturer to 
another to equitably distribute them 
to the points of military shoe produc- 
tion where they are needed and (2) 
by purchases when necessary by the 
Army, Navy, and Marine Corps. 

Both outer and inner soles for the 
Army are to be cut on dies to fit the 
Munson last, and care must be exer- 
cised in following the tariff or scale 
of sizes and widths as issued by the 
Quartermaster. Soles and inner soles 
cut for the Navy and Marine Corps 
are to be cut on dies to fit the Navy 
and Marine Corps lasts, following their 
tariffs or scale of sizes and widths 
as issued by them. 

All cutters of outsoles and insoles 
are to file reports to the Boston Quar- 
termaster Depot as directed in the or- 
der. Any cutter not equipped to carry 
out the intent of this order should re- 
port his position immediately to the 
Shoe and Leather Division of the War 
Production Board. 


Men’s Store Opens 


ATLANTA, GA.—The Atlanta store of 
the John Hardy Company, located at 
66 Peachtree St., N.E., was formally 
opened to the public recently. It will 
handle men’s shoes exclusively. J. B. 
Tidwell, formerly connected with the 
company in Cincinnati and Birming- 
ham, is manager of the Atlanta unit. 
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Treats Sales Force 
At Anniversary 


Los ANGELES, CALIF.—In celebration 
of the ninth anniversary of The May 
Company’s handling Dr. Locke shoes, 
Harry E. Evans, Pacific Coast sales 
representative for the manufacturers, 
gave a breakfast to The Twelve Club. 
This club represents the sales force of 
the main floor shoe department in The 
May Co., and Sol Shapiro is its presi- 
dent. The affair was most informal 
with 53 members present according to 
Paul Kirsh, manager of The May Co. 
shoe department. 


Plan for Annual Convention 


SAN FRANCISCO, CALIF.—The annual 
convention of the California Shoe Re- 
tailers’ Association will be held in San 
Francisco at the Hotel St. Frances on 
May 24, 25, 26 and 27. Convention 
manager Wm. J. Ahern announced that 
formulated plans of association presi- 


dent, Carol Wills, and the convention 

committee promise some interesting Clacinneti, O.—The Potter Shoe Company recently opened a new gad exclusive 
sessions. Business meetings will be department featuring Dr. M. W. Locke's shoes for women. The store has the exclu- 
short, pithy and predicated on current sive agency for these shoes in greater Cincinnati. Their stock will include com- 
merchandising angles. Some 60 sample plete lines from staples to style lines. The department is modern in design, and 
seume Mad ben - ed by th iddl the colors are soft shades of taupe, salmon and green. The woodwork is light 
— n reserved by the middle beige with tufted stitched leather doors with harmonizing bone buttons and satin 
of March by Pagjfic Coast sales rep- psjekel hardware. There is no stock visible except that on displey. Elmer A. Taylor, 
resentatives, with many more certain manager of the department, is a trained fitter with years of experience in the 
to sign up. retail field. 
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WPB’s Bureau of Industrial Conserva- 
tion was announced on March 16 by Less- 
ing J. Rosenwald, Chief of the Bureau. 
Mr. Coonley, who is chairman of the 
board of the Walworth Co., replaced Dr. 
Edwin W. Ely, who recently was called 
back to his post as Chief of the Division 
of Simplified Practice of the National 
Bureau of Standards. 

Mr. Coonley, president of the National 
Association of Manufacturers in 1939, is 
a former president of the American 
Standard Association and is now a di- 
rector of that organization. In 1918 he 
was vice-president of the United States 
Shipping Board Emergency Fleet Corp. 
and following the World War he was 
chairman of the First Chemical Warfare 
District in New England. For 15 years, 
Mr. Coonley has been chairman of the 
Manufacturers’ Standardization Society 
for the Vaive and Fittings Industry. A 
graduate of Harvard University, he makes 
his home in Chicago. He has been asso- 
ciated with the Walworth Co. for 29 


years. 


Sells Shoes to Midgets 


Detroit, Micu.— Selling shoes to 
midgets was the unusual experience of 
Sam Plotler,. secretary of the Detroit 
Retail Shoe Dealers, and owner of the 
Original Sample Shoe Stores, who, in- 
cidentally, is opening a new shop for 
kiddies here. 


Mr. Plotier was able to hold the whole 
shoe and foot in the palm of one hand, 
as shown here fitting Princess Sonia. 


The incident came about because Mr. 
Plotler is a member of the Moslem 
Temple Shrine, and active in that or- 
ganization’s circus, which recently 
played to 300,000 people in Detroit. 
Putting in time on this charitable ven- 
ture, Mr. Plotler met members of Rose’s 
Midget Review, and was asked to re- 
pair their tiny shoes. Mr. Plotler 
gathered up the shoes to be repaired, 
and soon found two of the midgets 
visiting his store. 

He found they took about size 8, but, 
of course, in a shoe designed for a 
woman’s foot in proportion to that size. 
Esther Howard, the Hawaiian midget 
born at Pearl Harbor, who is featured 
with the act this year, and Princess 
Sonia (Jacqueline Hall) were his cus- 
tomers. 


Boston Club Holds 
Dinner Meeting 


Boston, Mass. — One hundred and 
fifty members of the shoe, leather and 
allied trades attended the 306th dinner 
meeting of the Boston Boot and Shoe 
Club, held recently at the Copley-Plaza 
Hotel. Seven new members who have 
joined since the last meeting one month 
ago, were introduced by President 
Francis C. Donovan. The program of 
entertainment following the dinner in- 
cluded excellent Scotch dialect singing 
and story-telling by Angus Ross, in- 
teresting analyses of character as re- 
vealed by writing interpreted by Vir- 
ginia Drew and a mystifying exhibit 
of magic and sleight-of-hand by Ride- 
out. 


Leather Plant Featured 
In Trade Paper 


GRAND HAVEN, MicH.—The Michigan 
Tradesman recently devoted a double- 
page spread to pictures and text about 
the Hatton Leather Company plant, 
here. The various leather - finishing 
processes were shown in photographs 
taken at the plant, and the reading 
matter explained the processes step by 
step. 

Under the heading “Humble Cowhide 
Goes Glamorous,” it was explained that 
this company was formed only a few 
years ago by Julian B. Hatton and 
Captain E. K. Ellis, both of whom had 
been associated with the Eagle-Ottawa 
Tanning Company. The Hatton Leather 
Company has installed a conveyor sys- 
tem, especially designed for it. The 
company is now building up an export 
business to South America. 


Shoe Output High in February 


New YorK—According to the Tan- 
ners’ Council of America, shoe produc- 
tion in February was estimated at 40 
million pairs. This compares with 39,- 
543,000 in January and is an increase 
of 4.5 per cent from a year ago when 
output amounted to 38,288,000 pairs. 
Greater production of footwear for the 
armed forces accounts for part of the 
total increase in shoe production. How- 
ever, output of commercial shoes is 
maintaining the unprecedented level 
reached last year. 

Including the estimated production 
in Fehbruary,.output.for..the.first two 
months came to 79,543,000 pairs. This 
compares as follows with previous 
years: 


1942 (estimated) 


56,037,000 
76,657,000 


New Gilbert Catalog 


THIENSVILLE, Wis. — The usual 
streamlined efficiency evidenced by Gil- 
bert Shoe Co., is present in the new 
Spring catalog which has just been 
mailed out to dealers. The new catalog 
shows forty-seven different in-stock 
shoes in both Kali-Sten-Iks for children 
and Kali-Sten-Iks Madam-Ettes. Both 
lines are carried in a wide range of 
widths and sizes. A unique folder ac- 
companied the catalog, and these folders 
are supplied to dealers imprinted with 
their store’s name and showing the 
exact shoes they have to offer. 


New Store Opens 


JACKSONVILLE, FLA.—The R. and S. 
Shoe Store has been opened at Main 
and Bay Streets, with Lester Flynn as 
manager. 
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Lawrence Subow 


GouumBuS, :Ou1O—Lawrence Subow, 
84, who had been connected with Brown 
Shoe Company since 1929, was killed 
recently in an automobile accident near 
Joliet, Il. Mr. Subow was born in St. 
Louis and educated in the St. Louis 
schools. He had never been connected 
with any other company. 

Mr. Subow had been connected with 
his brother, Samuel Subow, in the 
Pittsburgh office of Brown Shoe Co. 
for twelve years; the last two years 
he was representative for the company 
in Northern Illinois, with headquarters 
at the Woodruff Hotel in Joliet. 

Funeral services were held in St. 
Louis. Mr. Subow is survived by his 
parents, two sisters and two brothers. 


Set New Sales Record 


Kansas City, Mo.—Robinson’s shoe 
Store has just set a new sales volume 
record in high-school and college age 
triple sole models in their Young Men’s 
Department. Ivan Cox, manager of the 
section, gives much of the credit for the 
record to the advertising employed by 
the firm which tied-in strongly with the 
sports season as it advanced. The 
merchandising began later in the sea- 
son than usual, featured such catch- 
lines as “Triple Threat,” “Triple 
Decker,” and “Triple Protection.” The 
popular price for this style was $6.85, 
about $1.00 higher than the average a 
year ago. 
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Open Modern Store in New Location 


Harrisonburg, Va.—F. Barth Garber, Inc., opened recently in a new location with 
a store which is modern in every detail. The women's and children's shoes are 
sold on the main floor, while the men's department and the offices are located on 
the raised balcony in the rear of the store. Natural daylight, entering through 
glass brick on one side of the store, provides restful illumination, and fluorescent 
fixtures provide a soft, artificial light. Carpeting is in deep green; shelving, show- 
cases and trim are of walnut; the walls are of eggshell. Furniture is of wainut, 
upholstered in beige leather. Green glass and silver mark the front of the store; 
and the spacious display windows are trimmed in oak with a background of white. 
The store is owned by F. Barth Garber who has been associated with the retail 
shoe business in Harrisonburg since 1911. 





Stress Fit, Style and Comfort 
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of the poster panel. If the completed 
panel must be suspended, place strips 
across the four-foot width of the panel, 
and use screw eyes in the top ends of 
these wood strips, which will fit over 
nails or screw hooks in the wall. 

Another idea in this connection is the 
Foot Health Week poster contest to be 
held for school children. This contest 
should be announced early and a vacant 
store or some other desirable place 
secured for the exhibition. Why not 
combine such an exhibit of contest 
posters with a series of talks on foot 
health to be given at advertised periods 
in the exhibition room? 

White “ribbon” badges for sales- 
people are easily printed or lettered on 
tough paper, or white shade cloth, in 
green. Whether you feature special 
“check up” service for feet and shoes 
during the week will depend upon facil- 
ities. Some stores have found it prac- 
tical to have a podiatrist at the store 
during certain hours to give free ex- 
aminations. Others have used cards or 
coupons which the customer took to the 
office of the specialist. 

Most important, so important that 
we repeat it, is the need for complete 
stocks so that you can render prompt, 
efficient service, at least during the first 
several days of Foot Health Week. Not 
to have sizes at such a time would create 
a doubly-bad opinion of the store. So 
check up on stocks right away, and have 
your salesforce brush up on fitting, so 
that National Foot Health Week will 
have every opportunity to be a big busi- 
ness getter for you. 

Never in all the years Boot AND SHOE 
RECORDER has sponsored it, has there 
been such a remarkable opportunity for 
newspaper tie-up as for this thirteenth 
National Foot Health Week. Through- 
out the vast army behind the army, 
more than three times as great as in 
the first World War, men and womer 
must be healthful and vigorous. Mak- 
ing weapons or guarding homes, we 
must be able to “take it” for longer 
hours than most of us have been ac- 
customed to for many years. 

The physical ability of each to do his 
part in production or home defense is a 
patriotic duty, and newspapers every- 
where are continuously telling the pub- 
lic about health training for war. In 
these articles, posture and correct shoes 
have been emphasized. It is obvious that 
papers will welcome more well-written, 
factual articles on the importance of 
foot health and the care of the feet, 
written by recognized persons, espe- 
cially well-known local people. So also 
will they welcome news releases for 
their feature pages. Well handled, news 
stories of incidents and events of gen- 
eral interest will make the régular news 
columns, but these should have the most 
careful handling, so that they are re- 
ported in the regular way, and not 
forced upon the editor. We have always 
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urged this, because there are so many 
“weeks” and other promotions assailing 
the editor from every angle that he can- 
not hope to give notices in his news 
columns to all of them, and it’s hard for 
him to know where to draw the line. 
Help him by making your stories worthy 
of news space. For example, if you 
have a dinner for all participants, with 
good pep speakers to sell the promo- 
tion of Foot Health Week to them, and 
have a reporter in attendance, that’s 
legitimate. So might a discussion on 
foot health among local medical men, or 
a report or discussion on foot health 
measures (or the lack of them) in local 
schools. There are many possibilities in 
every locality, but remember—make 
them really worth-while news stories. 

In addition to the generai publicity, 
we have paid advertising to consider. 
Where possible, advertising should be 
largely cooperative. A sufficient space, 
from a page to a section, should be se- 
cured, which would combine editorial 
space and ad space for the various par- 
ticipating stores, with charges pro- 
rated according to the ad space used 
by each store. Friction can be avoided 
by having members of your own ad- 
vertising committee take care of this, 
handling the space arrangements in 
place of the boys from the paper, thus 
overcoming the idea, always advanced 
by someone, that the paper is putting 
over a space selling stunt. 


Record Attendance 
At Fall Leather Show 
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from shoe manufacturers present and a 
resolution was proposed and passed by 
the Men’s Style Committee to form a 
committee to decide on ways and means 
of maintaining approximate production 
and still save on leather. 

It was urged that retailers of men’s 
shoes cooperate in the promotion of 
Summer sport footwear. Stocks are 
well in hand and the sale of these shoes 
serve the purpose of conserving on dark 
shoes during the Summer. 

At the meeting of the children’s shoe 
style committee, held Tuesday morning 
in the Jade Room, a resolution was 
adopted by the manufacturers pledging 
the following: to make their shoes as 
efficiently and economically as possible; 
to make them as durable as possible 
with the materials which are available; 
to refrain from using new equipment, 
patterns, dies, etc.; to refrain from do- 
ing anything which would impede the 
war effort. This resolution was re- 
quested by Morris Chandross, Con- 
sumer Standards Expert with the Office 
of Price Administration in Washing- 
ton, D. C. 

Mrs. Matilda Taylor, editor of the 
children’s page of Women’s Wear 


Daily, spoke on shoe styles for girls, 
showing how style selections could be 
narrowed down to a few basic types. 
These fundamental types, she said, in- 
cluded the saddle oxford (using a 
leather sole or a black rubber sole or a 
sole made of reclaimed rubber instead 
of the red rubber sole used heretofore), 
the moccasin in all of its variations 
(Norwegian, moccasin oxford, the monk 
strap) and the ballet shoe. The ballet 
shoe is good for all types of wear— 
with suits, with slacks, and even for 
dress in patent leather. For dress-up 
wear, trimmed pumps were suggested 
on heel heights slightly higher than the 
flats which were suggested for other 
purposes. 14/8 was mentioned as an 
acceptable dress height. 

Red will continue to be good for Fall, 
it is expected. And tan, particularly 
antiqued tan, was termed a good color 
for most wear. Black was not con- 
sidered to be of primary importance. 

Because of the increased interest in 
active sports on the part of girls, it 
was suggested that retailers might find 
a ready source of business in stocking ~ 
such athletic shoes as bowling shoes or 
skating shoes. The bowling shoe, with 
its laced-to-the-toe effect might be de- 
veloped into a shoe for street wear, 
especially with suits. 

Various questions were raised about 
materials which go into shoes. Buckles, 
and rope soles were two materials 
about which interest was expressed. 
Mr. Chandross, when questioned about 
buckles, suggested that manufacturers 
try to do without metal as much as 
possible. Plastics might be used in this 
connection. With regard to rope soles, 
it was suggested that plasticized soles 
were being developed which might be 
suitable for use in shoes. 

Henry Dahi, of Thayer-McNeill Com- 
pany in Boston, led the meeting in the 
absence of George Geuting, who had 
been scheduled to conduct it. Mr. Dahl 
read some predictions which were mad¢ 
at the last meeting of the children’s 
style committee in September, and 
which have proved themselves true. 
Among these predictions was the ex- 
pectation that it would be difficult for 
manufacturers to get basic supplies for 
their shoes; that there would be ceil- 
ings on raw stocks and that there would 
be shortages of certain materials. 
These predictions have come to pass, 
and it is up to the trade to sell basic 
types, perhaps with new treatments 
which make them look new. 

The Women’s Style Committee meet- 
ing was held in the Jade Room on 
Tuesday afternoon, L. E. Langston pre- 
siding. Ted Orr, of the Potter Shoe Co., 
Cincinnati, a vice-president of the Na- 
tional Shoe Retailers Association, pre- 
sented the report of the Women’s Style 
Committee in the absence of Albert 
Wachenheim, Jr., of New Orleans, the 
chairman, The keynote of the meeting 
was sounded by Mr. Orr in these words: 
“Cut down on all waste. Try to do more 

[TURN TO PAGE 55, PLEASE] 
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Official Two-Color POSTERS 
for National FOOT HEALTH WEEK 


ORDER NOW! 


@ These compelling, colorful 
posters are a necessary part 
of your Foot Health Week 


promotion ! 


Use them in your window displays and 
for store decoration. Use them in the 
windows of vacant stores. Use them in 
conspicuous spots all over town. They 
will give a final, powerful tie-up in any 
well-planned promotion program. 

Why not place a quantity order for all 
stores in your community cooperating in 


neath * . tio a National 
| FOOT HEALTH WEEK 
April 20th to 25th 


These official Posters are BLACK and GREEN 
on heavy offset paper, size 17 x 22 inches 


5 for $2.50 100 for $21.00 20 for $5.25 
10 for $3.75 (WE PAY POSTAGE) 30 for $7.25 


MATRICES OF FOUR 
FOOT HEALTH WEEK 
R. E. ANDRUSS—BOOT AND SHOE RECORDER 
POSTERS 100 East 42nd St, New York BADSTEATES 
SHIPPED Please send us. . ...... FOOT HEALTH WEEK POSTERS, $1.00 
and : .. SETS of matrices of FOOT HEALTH WEEK 

F L A T ILLUSTRATIONS. Included are reproduction 
. Check (or Money Order) enclosed, or Mail C.0.D. of Food Health Week Post- 
- plus postage. er in two sizes, and two 

Name ....... ' salestnrseat other timely illustrations 
Address ...... BEE Seat for your 
PLEASE PRINT your. pane PLEASE MAKE CHECKS PAYABLE ADVERTISING 
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Classified and Want Ads 





SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 








E XPERIENCED SHOE SALESMAN to 

carry a fast selling manufacturer’s line of 
Boys’, Misses’, Growing Girls’ Welts and 
McKays that retail from $2.50 to $4.00. All 
styles carried in-stock. Territories: Virginia, 


North and South Dakota—Oklahoma, Arkansas 
—Texas. Commissions payable weekly. Give 
complete details in letter, Address $470, care 

& Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 





WANT LIVE WIRE SALESMEN to repre- 

sent Western Manufacturer of popular 
priced Women’s Play Shoes. All territories 
available; straight commission only; only sales- 
men that are thoroughly experienced and estab- 
lished need apply. Address $480, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York City, N. Y. 





SIDE LINE SALESMAN 


SIDELINE FOR SALESMAN selling better 

shee stores greater New York; old estab- 
lished Quality Shoe Polish. Commission. Kelly 
& Stanton, Inc., 40 East 20th Street, New 
York City. 








LINE WANTED 


EXPERIENCED SALESMAN wants Men's 
or Women’s line — Men's preferred — for 
New England territory. Western line prefer- 
red. Address Box B-449, Boot & Shoe Re- 
corder, 140 Federal Street, Boston, Mass. 








SALESMAN, WITH’ EXCELLENT REFER- 

ENCES wants Men’s, Women’s, Children’s 
Line. South or Southeast preferred. Address 
$476, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





WANTED: MANUFACTURERS LINE OF 

HARD SOLE SLIPPERS by well known, 
experienced, salesman Metropolitan and sur- 
rounding territory, catering to chain stores, 
department stores, and mail order houses. Com. 
mission basis. In reply state your capacity of 
production per day, and price line. Address 
#471, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





LINE WANTED by well known Florida Shoe 
“ Salesman; Fall season, 1942. Will con- 
sider Women’s, Men’s, Children’s and Play 
Shoe Line. This man will do real business for 
you because he is thoroughly acquainted with 
Florida Buyers and Merchants; Records can be 
furnished. Address $477, care Boot & Shoe 
oe 100 East 42nd Street, New York, 


ALESMAN, Expert in Children’s and Ortho- 

pedic Shoes; knows Corrections; now em- 
ployed; wishes position in Philadelphia or near- 
by. Address $481, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 





DIATRIST wishes to connect with repu- 
table shoe store in New York. Thoroughly 
experienced in shoes; can aid in selling, teach 
staff, or do Chiropody in conjunction with other 
services. Address 2484, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
i we 





EXECUTIVE WANTED 








GENERAL MANAGER 

of Children's Division of 

Large Shoe Manufacturer 
Should have sales and 
styling experience. Write, 
giving age, experience, 
etc., 


Address 468, care BOOT & SHOE RECORDER, 
100 East 42nd Street, New York, N. Y. 











BARSH & CEASAR 
19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1 









































HELP WANTED 








We need half a dozen good 
managers. If you have the 
qualifications and a pleasing 


personality, address 


TRIANGLE SHOE COMPANY 
Wilkes-Barre, Pa. 














SELL YOUR ee STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shees 
from jobbers and 
new 
108-110 $s 
Phone: 2-5877 














SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
$5.00 and up. Short term leases as- 
wae & conbenee to 

















LINE WANTED 





ALESMEN having personal contact with best 
stores in South Eastern territory wants line 
popular priced Men’s Shoes for coming Fall 
Season. Address $482, care Boot & Shoe 
sr 100 East 42nd Street, New York, 








For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa. 
Phone Lombard 2062 











CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publication ® 


r word. Minimum 
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FOR SALE 





U NUSUAL eg eS gg to 
established, beautiful, 


DE aes ‘aan 
$20,000 to handle. eas ted, care Boot & 


Shee Recorder, 100 East 42nd Strect, New 





For SALE: Only Better Grade Family Shoe 

Store in Southern Town of 90,000; volume 

this year will be over $70,000 on 

brands Ladies’ and Men's $5 to $10. Children’s 
90% cash— 





Fos! pale Foot Comfort Shop, fully equipped 

stocked; franchise for best city 

in = a. -E.. good lease. Going for nearly 
three years and doing good business. Wish to 

sell immediately; marvelous opportunity A... 

ing into the service. ROOM 

HOTEL, SEATTLE, 


514 MAYFLO 
WASHINGTON. 





SHOE DEPARTMENT IN. ONLY DEPART- 
MENT STORE in Lawrence, Kansas; — 
lished, profitable business. $7,000 inventory; 
fixtures; Sell $4,500. Drafted. Address 2483, 

Boot & Shoe oe 100 East 42nd 
Street, New York, N. 





STORE CARRYING BRANDED LINE _of 
Women’s and Children’s Shoes; A-1 


Record Attendance at 
Fall Leather Show 


[CONTINUED FROM PAGE 52] 


with less.” The first step in this direc- 
tion, Mr. Orr pointed out, had been 
taken by the Color Committee which 
had limited its recommendations to five 
Fall colors . . . Town Brown, Golden 
Tobacco, Turftan, Bluejacket and Kona 
Red. Conservation is also to be achieved 
by using last year’s patterns as much 
as possible. 

Black will again be the leading color, 
with a probable increase in use in 
tailored shoes. The brown and tan fam- 
ily will be more important because of 
the increased popularity of tailored, 
service and casual types. Town Brown, 
however, will be used chiefly in dressy 
and conservative . . . oxfords . . . shoes. 
Golden Tobacco is considered a very im- 
portant color. In crushed and smooth 
surfaces, it will take a high polish, in- 
stead of an antique finish. Turftan is 
considered very important, especially 
antiqued. These tans will be increas- 
ingly popular in tailored, sports and 
casual types .. . the last-mentioned with 





on Long Island. $6,500 to $7,000 pee 
Address 2485, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 








PARTNER WANTED 








RETAIL SHOE SALESMAN, with $1500. 

will consider partnership in a shoe store. 
Address $478, care Boot & ™— Recorder, 100 
East 42nd Street, New York, Y. 











Travelers Dinner to Be 
Held in May 

New YorKk—The Boot and Shoe 
Travelers Association of New York 
will hold their annual dinner on May 5, 
this year, during the Fall Shoe Open- 
ings in this city. 

In previous years the association has 
held these affairs in November during 
the Shoe Fashion Guild showings and, 
since the discontinuance of that group, 
have continued to hold their dinner in 
November. 

The dinner will take place at 7 P.M. 
in the Hotel Pennsylvania and an elabo- 
rate entertainment program is being 
planned. William Bressler, Bill Mon- 
sees, Dick Green, William Burger and 
Charles Havranck make up this com- 
mittee. 


To Carry Children’s Shoes 

Cuicaco, Itu.—Children’s shoes have 
now been added to the lines carried by 
the Feltman & Curme shoe stores. The 
twenty-five stores operated throughout 
the Chicago area are all of the salon 
type and formerly carried only men’s 
and women’s shoes. Children’s shoes 
are also carried in the new loop store, 
regarded as an unusual departure for 
stores of this type. 
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14/8 heel or lower. For Service shoes, 
tan will meet some competition from 
black. The demand for Bluejacket will 
be very light and wili depend on the 
store and the locality. Kona Red in 
smooth and grained finishes will be 
even more popular than last year. Mr. 
George Mealley explained from the floor 
the reasons behind this selection of 
colors and pointed out that a wide 
range of tones may be added to these 
five by the use of bootmaker stains and 
antiquing. 

Suedes were recommended for the 
early season and for dressy shoes. 
Crushed and shrunken for many types, 
both dressy and low heel. Smooth fin- 
ishes for tailored shoes. Alligator, 
lizard, ostrich in both grains and 
genuine skins are considered as impor- 
tant as ever. Patent leather is recom- 
mended for trimming on suede and 
crushed leathers. Gabardine and other 
fabrics will be as important as in other 
years, after Oct. 15 or other dates, de- 
pending on the locality and the store. 
The Committee made a serious recom- 
mendation that the Government should 
be informed of the importance of fab- 
rics in shoes. 


Reports 69% Increase 


Syracuse, N. Y.—Walter B. Sizer, 
formerly of Rochester, who is head of 
the retail shoe store of A. E. Nettleton 
Company here, reports a 69 per cent 
increase in business during January 
with business continuing exceptionally 
good during February and March. 

His son, Robert Sizer, former travel- 
ing salesman for George W. Ches- 
brough, who underwent an appendec- 
tomy following his induction into the 
Army, is recovering rapidly. Shortly 
he is to take a course in the Signal 
Corps radio school. 





MERCHANTS’ NEEDS 


MAKE MORE SALES 
with the original 
SHOE DOCTOR SHRINKERS 





Retler type device 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkere when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit lerge around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather er fab- 
ric are easily shrunk witb- 
out harm. 


$12-50 


Special combination offer $25.00 (fluids in- 
cluded in above prices). 


Send your order or write for detail informations. 


E. C. SMELTZER CO. 


121 EB. Gist Street. Indianapolia, ind. 








Colonial Tanning Company 
Dinner and Sales Meeting 


New York—On the eve of the Fall 
leather opening, the Colonial Tanning 
Company, Boston, producers of patent 
leather for shoes and handbags, splits, 
elk and side leathers, held its semi-an- 
nual sales meeting and dinner in the 
Jansen Room of the Waldorf-Astoria. 
After the dinner the meeting was ad- 
dressed by A. J. (Jim) Crowhurst, head 
of the patent leather division, who re- 
viewed the progress of the past several 
months and explained the improvements 
which have been made in the company’s 
product. 

The principals of the Seton, Jo- 
seph Kaplan, president, Archie Kaplan, 
in charge of the split leather division, 
and Kivie Kaplan, responsible for the 
patent, elk, side, and bag leather divi- 
sions, also addressed the meeting, which 
closed with an open floor discussion of 
current and future conditions. 

Attending the meeting was the entire 
Colonial sales staff, national sales rep- 
resentatives, and company executives, 
including Irving J. Fife, Phil Fife, 
Aaron Zuckerman and Jimmy Pandolfo, 
all of New York, Troy Tankersly, Fred 
A. Lyons, and Ervin G. Manske, of St. 
Louis, Ed Perry, Ed Perry, Jr., Joe 
Geisman, Jack Kramer, and Al Kramer 
of New York, Irwin C. Weymeyer and 
Gus Sokol, Milwaukee, Walter Cost, 
Cincinnati, G. E. Powell, Gloversville, 
A. J. Crowhurst, Belleville, N. J., R. L. 
Stiles and Pete Stiles, Philadelphia, Joe 
Hess and Harry Wolf, Montreal, and, 
from the Boston headquarters, Joseph, 
Archie and Kivie Kaplan, Moe Sokol, 
Lew Ellis, Hank Sleeper, Wally Hatch, 
and Ed Hennesy. 








BIGGEST 
CROP 
of 
BABIES 
INCE 1920 


War conditions may affect other 
lines in your store—but babies’ 
shoes will be least affected. Not 
only will more babies mean 
more customers—but increased 
purchasing power in the lower 
income brackets will make it 
easier to sell quality babies’ 


shoes. 


Dr. Posner’s new “Ritestart” 
Shoes for babies, standing, step- 
ping and walking, offer the flex- 
ible qualities which doctors say 
they need, yet give the proper 
support to their tender feet. 
They retail moderately at $3.00. 


The Dr. Pasner line is nationally 
advertised in Parents’ Magazine, 
Ladies’ Home Journal, Women’s 
Home Companion and Child 
Life. 


Send for sample pairs now, 
without obligation. 


FOR BOYS ‘<I AND GIRLS 
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ARNOFF SHOE CO., INC., New York City 

BARIS SHOE COMPANY, New York City ...... 

BARSH & CEASAR, Philadelphia, Pa. 

BELLAIRE SHOE CO., Portland, Me. ........ 

CAMITTA SHOE COMPANY, Philadelphia, Pa. 

CONFORMAL SHOE COMPANY, St. Louis, Mo. 

COON, W. B., CO., Rochester, N. Y. 

CRADDOCK-TERRY SHOE CORP., Lynchburg, Vo. 

DEWEY & ALMY CHEMICAL CO., Cambridge, Moss. 

DU PONT, E. |. DE NEMOURS & CO., INC., Arlington, N. J. — 33 
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Nunn-Bush 
Phila deihionad 
Ornfords. 


ee rs 


Many business and professional men in your community have 

been too conservative, or too busy, to discover what a whale of a difference 
a few holes make. Here is a situation where just a little window and sell- 
ing effort will yield important added profits. And the alert merchant will 
always explain that when Nunn-Bush makes them they're Ankle-Fashioned! 
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MARIETTA 
for growing girls 
and misses 


LEONA 
for growing girls 
and misses 


WINNIE 


for 
growing girls 


GREEN SHOE MFG. CO. 


* BOSTON+ MASS - 





STRIDE-RITE 
Biss 


IN-STOCK 


for after Easter 


We show here three of the fourteen white 
numbers. available to Stride-Rite dealers 
. all patterns that stimulate after Easter 
sales. There are elasticized open toes . . 
el -ieieleehi-to ME ol ile) Maelo ME -lieltilab4-t° 
spectator pumps , . . the always popular T 
straps . . ..and moccasin and saddle ox- 
fords. Evidence that Stride-Rite dealers are 
assured not only style variety, but ... since 
they are all in stock ... the prompt, accu- 
rate service which saves sales . . . turns 


turnovers faster and increases profits. 





